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GOOD-WILL BUILDER 
This installer builds good customer 
relations with a friendly attitude. 
Every employe is a representative 


of his company and has responsibil- 
ity to increase public good-will. 
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Here’s | reason 


why XY’ Toll Ticketing 


can help you make more mone 


is completed, and in a split second... the same toll trunk is ready for the next call! 









Each trunk circuit has its own tape recorder. Information is not delivered until off-peak hours, 
so that every trunk remains in continuous operation during high-traffic periods. And, besides 
this great flexibility of service, there’s the added advantage that the subscriber “does the 
work”—with resulting and obvious savings in time and equipment. 
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Peak Performance at Lowest Cost! Get bet 
ter voice and high frequency transmis 
sion with COPPERWELD STEEL CO.’s 
‘BLine Wire. It's non-rusting, light in 
“weight, easy to string. Permits safer 
long spans with great savings in initial 
construction and upkeep. 














These Double-Faced Signs are made of 
long-life porcelain enamel fused to heavy 
gauge steel. Clear visibility and perma- 
nent, bright colors are features of signs 
made by INGRAM-RICHARDSON 
| MANUFACTURING CO. Available in 


either plain or activated surface. 














Dplication Loading Coils on telephone 
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iat, ‘es unit loss to % or \% 

non-lo | value—coils are designed 
use 0 wire telephone circuits in 

non-quad 


abl paper insulated or plastic 
MENT ( MUNICATION EQUIP. 
NI & | \GINEERING COMPANY. 





Cable Lashing Wire for use with modern 
Cable Spinners. Crapo Galvanized (“C” 
Coated) Lashing Wire available in .091” 
and .061” diameters. This “Stainless 
Steel” Lashing Wire is also available in 
045” and .065” diameters. Made by 
INDIANA STEEL & WIRE CO. 





Extra-life Telephone Battery — PlastiCal 


(lead calcium grids) have expected life 
of 25 years in full-float service. Plasti- 


Cell (high tensile special alloy grids) 


have a life expectancy of 14 years. 


Made by C&D BATTERIES, INC. 


We're Never Far Away... 


KELLOGG Branch Warehouses 
and Offices: 


6000 W. 51st Street 
Chicago 38, Illinois 
REliance 5-5445 

4501 Truman Road 
Kansas City 1, Missouri 
Humboldt 7085 

410 N. Syndicate Avenue 
St. Paul 4, Minnesota 
Nestor 5878 

1515 Turtle Creek Bivd. 
Dallas 2, Texas 

Prospect 5191 

1663 Mission Street 

San Francisco 3, California 
Market 1-6011 

1555 West Fourth Street 
Mansfield, Ohio 
Mansfield 7-2816 


KELLOGG Branch Offices: 


406 S. Main Street 

Los Angeles 13, Calif. 
Vandyke 6759 

720 S. Washington Street 
Portland 5, Oregon 
Atwater 8559 





Lines Need Replaced!—Keep your mainte- 
nance and replacement costs down, with 
DIAMOND WIRE & CABLE COS 
RED-D Drop Wire. Superior adhesion, 
conductivity, tensile strength. Available 
in Copperweld and Signal Bronze. 





" 
PLP Tangent Support Line Guards (shown 


here) for self-supporting telephone cable 
protect while firmly holding cable in an 
elongated grip in which the unit pres- 
sure is small because of large area of 
gripping surface. PREFORMED LINE 
PRODUCTS CO. 








New and Improved! The Cook Testerm 
Drop Wire Connector built of lighter 
alloys provides better insulation, costs 
less to ship, is simpler to install and 
improves the connecting methods of 
subscriber drops to open wire. COOK 
ELECTRIC COMPANY. 
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ALL THE DIFFERENCE. There’s a lady in Lufkin, Tex., who 
now has a much better idea of what people mean when they speak 
of the tremendous service provided by Independent telephone com- 
panies, relates the Stromberg-Carlson Transmitter. 

This lady had troubles. Sometimes she could hear her telephone 
ring, sometimes she couldn’t. She called the Lufkin telephone ex- 
change of Southwestern States Telephone Co., Brownwood, Tex., 
and asked for a repair man. 

The maintenance man came, inspected the phone, could find 
nothing wrong. A few days later, the same lady called in with the 
trouble report. Again a service call 


. 


same “doesn’t ring at times” 
and complete inspection. Again no trouble discovered. 

When the third complaint came, the service man_ patiently 
checked over her telephone again. He worked carefully leaving no 
margin for error. 

Then he discovered the trouble. A loose connection in the lady’s 
hearing aid. He soldered it for her. 


She reports her telephone is ringing OK now. 


DIAL "M" FOR MONEY. A Wauwatosa, Wis., man has sworn 
off slot machines. He has found something better. 

“In Las Vegas, Nev., recently, I played the slots for three hours 
and got nowhere.” he said. “In fact, | wound up a $2.50 loser. 

“A couple of days later, I was in Salt Lake City. I put a dime 
in a pay telephone and dialed information to get a number. When 
I hung up, the telephone returned my dime—plus a nickel and 14 
quarters. 


“That’s a profit of $3.55. Better than the slots.” 


LARCENY IN THE NURSERY. When the frantic call came 
into police headquarters at Morgantown, W. Va., to “send the 
police right away,” a patrolman asked what was wrong. 

“Somebody just took my modeling clay,” came the reply in a 
high-pitched voice. 


The complainant’s age was listed as 7. 


WITHOUT A PRAYER. Chicagoans, dialing what they thought 
was a prayer message center, have been answered with an “earful” 
from a harried and bewildered policeman. 

A Sunday newspaper supplement recently printed the telephone 
number of a church center which answers calls with a word of 
prayer or inspiration. The telephone number is in Scarsdale, N. Y. 
In Chicago it rings the telephone of Policeman Donald W. Benoit. 

Benoit said he received more than 500 telephone calls from 
prayer-seeking residents, and finally had to disconnect his telephone. 





CIRCULATION 


Guaranteed circulation of this issue is 10,696 of 
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HE 


Internal 
recently issued a ruling 


IN THE 


tevenue Service has 
(55-646) 


to the effect that users of mobile 
adio-telephone dispatch service must 
same communications tax as 


pay the 


that imposed on local telephone service. 


The ruling doubtless refers to pay- 
ments for service, whether on a 
monthly or toll basis, by parties using 


radio-telephone 


arrier ¢ 


munications 


ircults,. 


facilities via 
Such 


service is 


common 
a two-way com- 


now furnished 


by telephone and telegraph companies 


and son coastal radio stations to 
parties who have need of it to com- 
municate with moving automobiles and 


+ 


ucks, as well as ships at sea, pipeline 


and lumbering field crews, etc. 
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the Internal 


for such service may be 


a monthly “availability” rate 


large per call. The Internal 
uling would seem to impose 
ar 10 per cent monthly ex- 
‘deral excise tax on all such 
arges. The text of the ruling 


x . 


on amounts paid for local 
service, imposed by section 
tevenue Code of 


on 3465 (a) (3) of the In- 
enue Code of 1939), is ap- 
charges made for radio- 


dispatch service, 
rental and 
g¢ and 
the 


including 
maintenance of 

receiving equipment 
subseriber’s vehicles.” 


nal Revenue commissioner’s 
ilted from certain questions 

radio corporation engaged 
ng mobile communication 
the public on a common ¢car- 
pursuant to its tariff on file 
ederal Communications Com- 


ce rendered by the corpora- 
0-way dispatch service. A 
nay communicate only be- 
emises or one of his mobile 
he base station maintained 
» corporation. The operator 
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fe CAPITAL 


BY FRANCIS X. WELCH, WASHINGTON EDITOR 


Internal Revenue Service rules telephone service tax applies 


also to radio-telephone dispatch service. 
lantic TV by “scatter” method. 


recent book, “Rate 
at this base station then relays the 
message as directed. All radio com- 


munications are over wave lengths and 
frequencies assigned to the radio cor- 
poration and the operations are con- 
ducted Federal Communications 
to such 


under 


Commission licenses granted 
corporation. 

In this test case the subscriber’s mo- 
bile units are equipped with transmit- 
ters and receivers for which the radio 
makes a rental 


corporation monthly 


and maintenance charge. There is also 
a monthly charge 


specified number of calls, with an addi- 


service covering a 


tional charge for each one-minute call 


in excess of the number covered by 
the minimum monthly charge. 
Section 4251 of the 1951 Code im- 


poses a tax upon the amount paid for 
local telephone service. 4252 
(a) defines service” 
as meaning any telephone service not 


Section 
“local telephone 
taxable as long distance telephone serv- 
ice; leased wire, Teletypewriter or talk- 
ing circuit special service; or wire and 
equipment The latter 
further provides that amounts paid for 
the installation of instruments, wires, 
poles, 


service. section 


and 
considered 


switchboards, 
shall not 
amounts paid for service. 

The term “local telephone service” 
encompasses the facilities and equip- 
ment necessary to complete such serv- 
ice. Since transmission is oral, the 
communication service rendered by the 


apparatus, 


equipment be 


radio corporation is telephonic in na- 
ture. 

The Internal Revenue Service held 
that a radio-telephone dispatch service 
as described above falls within the cate- 
gory of “local telephone service” sub- 


of Return,” 


Discuss transat- 
Welch favorably reviews 


by Ellsworth Nichols. 


ject to the tax imposed by section 4251 
of the 1954 Code. 

The tax applies to the total of the 
recurring charges for the services and 
for the facilities necessary to complete 
the including charges for 
rental maintenance of the trans- 
mitting and receiving equipment. 


service, 


and 


Transatlantic TV 


In D. C., during the 
week of Nov. 14, there was a sympo- 


Washington, 


sium of electronic engineers, sponsored 
by the Institute of Radio 
George Washington 


Engineers 
University. 
One of the most interesting sessions in- 


and 


cluded a discussion by several leading 
scientists and Federal Communications 
Edward M. Webster, to 
discuss the possibility of transatlantic 
television through the establishment of 
type of 
called “scatter” broadcasting. 


Commissioner ' 


a new signal transmission 


Commissioner Webster said the new 
technique appeared to result in reliable 
transmission circuits over distances up 
to 1,000 Explaining the 
technique, Coleman Goateley of Melpar 
Inc., compared it with aiming a power- 
ful searchlight at an angle in the sky 
on a hazy night. The light is scattered 
by dust and water and is widely dif- 
fused. 

The transatlantic radio transmission 
problem is to have the signal strong 
enough that the are 
scattered in the atmosphere in such a 
way that they can be picked up and 
amplified at relay stations. On the 
question of whether such service would 


miles. new 


so radio waves 


compete with transoceanic communica- 
tions now being furnished by telephone 
companies, Dr. Allen B. Du Mont, pres- 
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ident of Allen B. Du Mont Labora- 
tories, Inc., had some _ interesting 
comment. He said that transoceanic ap- 
plications of the “scatter” technique 
should be emphasized because current 
cost factors do not compete with pres- 
ently installed coaxial facilities of the 
American Telephone & Telegraph Co. 

Du Mont said it would be “well 
worth the attention of Congress to 
study the feasibility of immediately 
establishing a live transatlantic tele- 
vision hook-up using scatter trans- 
mission techniques.” He explained that 
scatter transmission is just like bounc- 
ing electromagnetic waves off the upper 
atmosphere, increasing the range of the 
radio or television signal. 

Du Mont said scientists have chosen 
possible locations for transmitters 
which would enable them to broadcast 
television signals across the Atlantic 
over a “scatter transmission route.” 
These transmitters are well within the 
capabilities of scatter transmission. He 
added: “This is not a visionary pro- 
posal, but is completely technically 
feasible today. I cannot conceive of any 
factor that is as capable as television 
for the promotion of global understand- 
ing and harmony. It is possible in a 
very short time to have a link across 
the ocean. In my opinion we ought to 
get going right away.” 

Du Mont said that Europe would be 
“only the first objective for interna- 
tional television.” Another immediate 
goal would be a hemispheric network to 
bind more closely the nations of North 
and South America. Du Mont 
cluded: 


con- 


“Another possible application is in 
the pipeline field, where microwave 
equipment is extensively used to moni- 
tor the flow of liquids and gas over 
tremendous distances. Conceivably, 
scatter transmission could provide re- 
liable communication for such opera- 
tions if the cost can be competitive. 
It is my understanding that a system is 
presently under construction in Saudi 
Arabia for use with a petroleum pipe- 
line.” 


Book Review 

What is a fair “rate of return’— 
that phrase so often used in utility 
company rate decisions by commissions 
and courts as well as by the regulatory 
statutes? It would be far easier to say 
what it is not—so elaborate and com- 
plex have become the varied interpre- 
tations on this one aspect of public 
utility regulation over more than a half 
century. Certainly it is not to be con- 
fused with profits, nor earnings, nor 
net income, nor interest, nor dividends 
—yet it is related in some respects to 
all of such common terms of financial 
discussion. 








in loans follow: 


Co. 


place, and the remainder retired. 
of new line. 


tral office at Jameson. 


and in Cotton county, Oklahoma. 


Santa Rosa cooperative. 





ing and lot suitable for headquarters for the cooperative. 


REA Makes Three Telephone Loans 


The U. S. Department of Agriculture on Nov. 14 announced three 
loans made by the REA for extending and improving telephone sery ive 
in rural areas of Kentucky, Missouri and Texas. Details of the $793,000 


Harold (Ky.) Telephone Co., Inc., on Nov. 8 was extended an alloca- 
tion of $337,000 first loan, to improve and extend telephone service in 
rural areas of Floyd and Pike counties. 

The borrower, a commercial corporation, now provides magneto service 
to 107 subscribers over 16 miles of line. The REA loan will enable 
company to rebuild all of its line, add 107 miles of new line, and con- 
struct a new automatic office building at Harold. 


As a result of these changes, 845 farms and other rural establishments 
in the area will receive telephone service for the first time, and the 
existing subscribers will receive improved dial service. 


Paul R. Gearheart is president and manager of the Harold Telephone 


The Inter-County Telephone Co., Gallatin, Mo., on Nov. LO was ex- 
tended a loan of $435,000, first loan. 
system of 14 exchanges in Daviess, DeKalb, Gentry and Harrison coun- 
ties. The loan funds will be used to improve and extend service in the 
Gallatin and Jameson exchange area where the company now serves 785 
subscribers over 82 miles of line. These exchanges are in Daviess County. 

About 49 miles of this existing line will be rebuilt, 28 miles used in 
The borrower plans to add 150 miles 
The loan funds will also finance a headquarters-automatic 
office building at Gallatin, already completed, 


The rehabilitation and added facilities will make it possible for the 
Inter-County company to bring initial service to 267 subscribers in 
area as well as to improve service for the 785 
two exchange areas. The borrower plans to continue to present service 
without toll charge between Gallatin and Jameson. 


Joe M. Roberts is president of the Inter-County Telephone Co. 


Santa Rosa Telephone Cooperative, Vernon, Tex., on Nov. 10 was ex- 
tended an allocation of $21,000, fifth loan. 


The borrower plans to use these funds for the acquisition of a build- 


Santa Rosa is planning a modern system to furnish dial service to 
1,380 subscribers in Foard, Hardeman and Wilbarger counties in Texas. 


Richard Kempf is president and Carl G. Freeling is manager of the 


The company now operates a 


and a new automatic cen- 


existing subscribers in the 


The building 


will require some modification to serve the borrower’s purposes. 


the 
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The recently published book, ‘Rate 
of Return” by Ellsworth Nichols, edi- 
tor-in-chief of Public Utilities Reports, 
Inc., provides about as authoritative an 
analysis of the legal principles and 
economic factors which must be con- 
sidered in determining this indispen- 
sable rate case problem as one could 
hope to find. Mr. Nichols, who has 
written his book for the layman as 
well as the lawyer, has taken a very 
practical approach, quite distinguish- 
able from several other more theoret- 
ical works on this subject. He has in- 


dulged in neither abstract 
commentary nor bare case 
pendium. 

He has struck a middle cou 
reviewing and evaluating th: 
principles of literally over 
cisions on the single subject 01 
of return! 
te a decision by Chief Justi 
of the U. S. Supreme Court 
the principle value of the wo) 
its sense of editorial balance, 
accent on modern case de\ 
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Many sales can be made using this method. 








Telephone News. 


HEN I WAS asked to speak to 
Wi on some phase of selling or 
merchandising, the first thought 
that entered my mind was that I was 


sure that you, like myself, had already 
heard many 


read numerous 


all the 


tales, and 


subject. In 


trade journals, at all telephone asso- 
‘lation gatherings in recent years, em- 


phasis has 


been placed on sales. We 


all know that sales are a partial answer 
to our pi 


oblem additional 
better 


proving public relations, and 


of gaining 


service 


int to do something about it. 


e many of you who are, no 
er qualified to discuss selling 
ch places you in the position 
whose father thought he had 
he stage of life when he 
told something about the 
fe. 
considerable courage, but 
father took the boy into 
ifter dinner and said, “Son, 
e to discuss with you some 
s of life.” The boy replied, 
's fine, what would you like 
I feel that there is little 
to what you have already 
t selling but perhaps I can 
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put some of these thoughts in a 


quence which will give added emphasis 
to sales programs. 


se- 


We are seeing signs that emphasize 
the fact that the heavy demands for 
our services, which carried through 
for several years following World War 
II, are now letting up. 


tions 


Held applica- 


are on the decline in most com- 


panies. So we are all being urged to 


get out and sell. 


Small Companies Involved 

I realize that most companies repre- 
sented are small operations, and I have 
attempted to make my remarks ap- 
plicable to even the smallest operator. 

This talk has been titled “Step-By- 
Step Selling’ and you may 
what I mean by that term. I wouldn’t 
want anyone-to get the idea that I am 
trying to encroach on the sales field 
of our supplier friends, nor do I wish 
to create the impression that I have 
any preference for step-by-step equip- 


wonder 


ment over “all-relay,” “cross-bar,” 
“XY,” “rotary” or any of the many 
other types of switching equipment 


on the market. 
I merely wish to draw an analogy 
to a suggested means of approaching 


Selling 


By W. G. WRIGHT* 


These installer-repairmen carry a color set with them as they leave their truck on a 


Courtesy, Indiana 


the problem of selling with the method 
of operation of a auto- 


I refer to the sequence 


step-by-step 
matic system. 
of steps essential in the development 
of a successful sales program as being 
analogous to the sequence of switching 


steps required to complete a dialed call. 


First, and very important, we have 
Next, 
everyone through the lines of organiza- 
tion must be the importance 
of selling and be equipped to sell. Then 


to be sold ourselves on selling. 


sold on 
we must sell ourselves to the customers. 
And finally we should then be able to 
successfully consummate the sale. With- 
out taking all of these steps in their 
the 


proper sequence, entire sales pro- 
gram may fall flat. 
The first and perhaps the biggest 


problem seems to be selling ourselves 
on the need for selling. In this busi- 
be 
We have been 
told for years, and we know, that the 
telephone business is unique in that the 
cost of doing business per telephone, 
increases as more telephones are added 


ness, 


at first glance, 
faced with a paradox. 


we seem to 


*Mr. Wright is president of the General Tele- 
phone Co. of the Southwest of San Angelo, Tex. 
He gave this address at the annual convention of 
the Rocky Mountain Telephone Association. 


19 














to the existing network. This is de- 
finitely true, and you may well then 
ask, why sell telephones and hasten 
the day of diluted earnings. 


Because of this, many owners and 
operators of telephone companies prefer 
to sit back and fail to take any action 
to inaugurate any type of sales pro- 
gram. They sincerely believe that it 
is in the company’s interest to refrain 
from selling because of the so-called 
“diminishing returns” factor that so 
long has been associated with the tele- 
phone business. But there is an im- 
portant phase of this problem, which 
we should not lose sight of, in over- 
coming this thinking, if we are to be 
able to sell ourselves on the necessity 
for selling. 


Increases Value of Service 

I refer to at least two very important 
factors to bear in mind. First, yes, 
it may be true that over a relatively 
short period of time our investment 
per telephone will increase, particularly 
during periods of rising prices, if we 
continue to add main stations to our 
network. But at the same time, we 
increase the value of our services, and 
thereby pave the way for justifying 
the repricing of our services. Even 
in the smallest community the service 
becomes more valuable with growth 
as the present subscribers (both busi- 
ness and residence) are able to com- 
municate with a greater proportion 
of both the residences and businesses 
of the community. 

Secondly, there are many items in- 
cluded in our sales program which 
tend to compensate for the factor of 
“diminishing These items, 
when merchandized effectively, will go 
a long way in providing additional 
revenue to carry the increased invest- 
ments we are worrying about. Just 
to mention a few items of this type, 
we have extension stations, increased 
directory 
gongs, electronic secretaries and other 
special equipment, all of which usually 
produce increased revenue well in ex- 
cess of the associated increase in in- 
vestment. 


returns.” 


toll usage, listings, bells, 


The next step in this sequence is 
that of getting one’s entire organiza- 
tion sold on the importance of selling 
and properly equipping them to sell. 
A key point to make in selling one’s 
employes on the need for selling is 
to appeal to his self-interest by getting 
across to him that his own chance of 
moving into a bigger and better job 
is dependent upon the growth and ex- 
pansion of the company. 

This approach should provide the 
realization of the need for selling. We 
must then educate our people on what 
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we have to offer and where we can 
offer it. Our company approached this 
by preparing an individual pocket sized 
sales kit, one for each employe. 

This kit contains rate information 
for the particular locality where the 
employe works, including local service 
rates and miscellaneous rates for extra 
directory listings, bells, gongs, cut-off 
keys, cords, deaf set amplifiers. Refer- 
ence only is made to electronic secre- 
taries, key sets, PBX’s and PABX’s, 
which latter items usually require a 
visit by a special sales representative 
qualified to quote tariffs and installa- 
tion charges on such services. 


Sell Available Services 

I doubt that any of us are yet in a 
position in our exchanges to sell all 
types of services, including all auxili- 
ary services which are on the market. 
Therefore, to avoid selling items which 
are not immediately available we have 
a card in these sales kits which lists 
those which, for reason of 
temporary lack of facilities or other 
policy reasons, are not available for 
sale in that particular area. 


services 


To supplement this information, we 
use colored exchange maps for those 
exchanges in which restrictions on sales 
for any reason are to be imposed. The 
area of the map shaded in one color 
indicates the portion of the town in 
which telephone facilities are limited. 

Another indicates the areas 
in which we may be completely blocked 
and no additional 
cable pairs or central office lines is 
available. These maps are placed in 
the affice so that every employe of 
that exchange has access to them. 


color 


service requiring 


By informing and educating our 
employes on where we can not provide 
any upgrading of service, we help to 
prevent later possible poor public re- 
actions. Another major step in equip- 
ping our employe to sell is to get over 
the importance of the employe contact 
as being the forerunner of the sale. 
There is no question but that the 
employe who is in most frequent con- 
tact with the public has the 
opportunity to make sales. 


most 


It is important, therefore, that such 
employes, particularly, be instructed 
on how to take advantage of these 
contacts for furthering sales. A com- 
pany isn’t the officers, the shareholders, 
or the directors: it is John Jones, the 
installer; Mary Smith, the operator; 
or Jean Johnson, the cashier; or Tom 
Brown, his 
in the office. 


acquaintance who works 


Turn Contacts Into Sales 
The cashier or business office repre- 
sentative is usually the first contact 





between the customer, and the cor pany 


wants these employes to turn these 
contacts into sales. For example, wher 
an application is made to disce:nect, 
special effort should be made to deter. 
mine the reasons for the disc: nnect 
and if possible to save it, as this is 
the equivalent of a new sale without 
incurring the cost associated with new 
connections. 


This is particularly true of the re- 
quest for a disconnection from a sea- 
sonal customer such as schools, teachers, 
cotton ginners, etc. We should be abk 
to sell these customers on the advan- 
tage of taking a vacation rate rathe 
than incurring a 
charge later. 


service connectioy 


The station installer or repairma 
is another employe offered great op- 
portunity of face to face contacts and 
subsequent This group should 
be instructed on the importance of 
observing telephone equipment locatior 


sales. 


possibilities and its usage. The servic 
invitation to come int 
the customer’s home. 


Most salesmen of any other typ 
cherish the mere opportunity to get 
inside the door because they realiz 
that half of their sales effort is ac- 
complished by the time they get int 
the house. 
have the hardest part of the sales 
effort behind them and should, by th 
suggestion of extensions, bells, gongs, 


order is an 


Therefore, our installers 


color instruments, etc., be able to off 
the customer the means of getting mor 
enjoyment and use out of his telephone 


As one installer said, and I quote, 
“It’s up to me to tell ow 
about the additional services we hav 
to offer. As I see it, telling is selling. 


customers 


We are now ready to touch upon th 
next step of the program which is fi 
our employes to sell themselves, an 
we will then have gone a long wa) 
toward the last step which is col 
summating the sale. If ow 
in making any and all contacts, socia 


people, 
as well as business, strive to mak 
them pleasant ones, after which ou 
customer is left with a good taste in his 
mouth, we have completed a selling jo! 
in itself—the job of selling our con 


pany to the public. Most importan! 
on this point is courtesy at all times 
and neatness while on the subscriber 


premises. 


Employes Want to Sell 

Therefore, I would like to 
if you haven’t already embarked 

progrem, tha 


ugges; 


a company-wide sales 


you begin such a step-by-step | yecedu 
within your organization. Fst, * 
yourself; then train your peo''e; “ 
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nd HEN I THINK of this subject 
ild I visualize a person who is 
of troubled because of something 
on{ that has happened to him. He is a 
ice} person who needs help because, if he 
ito | has become angry and isn’t relieved, he 
can become mentally disturbed. He 
actually believes that he has been 
vé hurt so severely that he must take 
* that feeling out on something, and 
a in our case it can be the telephone, 
ati the company or the people who work 
sys} for the company. 
les My father taught me his life long 
the} policy on complaints, “Always sympa- 
gs,| thize with the complainant: To the 
fer} limit of agreeing with him—then show 
ore} him where he is wrong in a tactful 
ne. | Manner.” 
iti Several years ago I received a call 
erys| from a friend. He said, “George, I hope 
ave} that you won’t feel too badly toward 
g.”"} me, but I must confess that I just 
beat the very devil out of one of your 
. telephones.” He said, “‘ I took a hammer 
: and I broke it all to pieces.” 
vay He was dealing in the stock market 
on-} 2nd just five minutes before: the mar- 
ple, Xts closed he placed the call to the 
cial} Chicago market, but for reasons beyond 
ake} the company’s control the call could 
our} Not be mpleted immediately or on a 
his} CLR basis but had to be delayed. He 
job} ‘ld the operator that it was important, 
on but re lless of all her efforts she 
ant} could : complete the call. When the 
mes} °Perat reached the Chicago party 
er's the n ets had closed just a few 
minute previous to its completion. 
The ¢ mer became very angry and 
comple demolished the telephone. 
est, | told 1 that I was very sorry that 
onf the ca!’ was not completed in time, but 
tha I wo lave to send him a bill for 
jurey Payme f the telephone, and he re- 
cre _ a nan is field assistant to the president 
He pre red Service Co. of Ohio, Lima, O. 
the O} address at district meetings of 
ependent Telephone Association. 
f - 
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andling Customer Complaints 


This particular phase of the telephone operating business is im- 


portant and more consideration should be given to proper methods 


of dealing with those who are disturbed about treatment received. 


By GEORGE W. QUATMAN JR.* 





plied that he would 


damages. 


gladly pay the 


Tactful Treatment Needed 

The other type of complaint that I 
visualize is again of the stockbroker 
type. The calling party 
anxious to talk that he insists the call 
be completed immediately even if the 
distant telephone is busy, or if the 
distant point refuses to talk. To him 
the call must go through, and if we 
are unable to complete it then we are 
at fault. 


becomes so 


In this particular case the customer 
places three or four calls to the same 


distant point and the filing time on 
the tickets would be practically the 
same. This type of person will send 


a telegram to the public service com- 
mission and register a complaint. An- 
other telegram is sent to the manager 
of the company and 
traffic superintendent. They are very 
difficult satisfy, 
they have made up their minds that the 
service is not good and the company 
should be punished. 


another to the 


persons to because 


Company representatives were sent 
to talk to this 
different they 
treated very rudely and were unable 
to reason or discuss the matter with 
I was then approached 
by the company to make the contact. 
I was accepted into the office and used 
the approach of not mentioning tele- 
phone problems but talked about the 
grain market, and how interesting it 
must be to deal in it. I stated that 
I was not too well educated on the 
buying and selling of grain but that 
it must be fascinating, etc. 


complainant on two 


occasions, but were 


the customer. 


I had observed while talking with 
the customer that his telephones were 
ringing constantly, so I was sure that 
the customer was getting service and 
good service at that, because all the 
telephones were being used practically 


all the time during my visit. I men- 
tioned the fact that it must be tiresome 
to hold the telephone to your ear con- 
stantly. The customer agreed that it 
was, even to the point of causing a 
continuous headache. I 
operator’s 


suggested an 
headset and a turret box 
with a hold key for each line. This 
suggestion was accepted and the equip- 
ment installed. The customer was very 
well pleased, and we never received a 
complaint after that. 


Courteous Action 

In handling complaints you must give 
immediate courteous action. In so doing 
you show the customer that you are 
interested in his problem. When you 
make a statement it is very important 
to follow through and be sure to keep 
the customer notified of the 
you are taking and the progress you 
are making. You should always thank 
him for his interest in better telephone 


action 


service. 

Not too long ago a customer called 
my office and made an application for 
a colored telephone, stating that she 
must have it within six days, as she 
was having a bridge club at that time 
and had just completed the redecorat- 
ing of her home. All that was needed 
was the colored telephone. I took the 
order and immediately contacted the 
purchasing department, since these 
telephones are not a stock item with 
our company. 

The purchasing agent said he would 
make every effort to have the telephone 
within the allotted time. I notified the 
customer that we would rush the order 
for fast delivery. The telephone was 
not received in time, so I called the 
customer again and told her of the 
sad news. She was glad I called but 
was disappointed because she would 
not have the telephone in time. 

The telephone 
later and was 


several 
immediately 


came days 


installed. 
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The customer called and thanked us, 
stating that she was very well satisfied 
with the new telephone and also for 
the courteous service we extended her 
in making a special effort to install the 
telephone just as soon as possible. 


Personal Contact Important 

Personal contact is important, be- 
cause it lets the customer know that 
you are willing to take of your time 
to help him with his problems. Re- 
cently, a very large manufacturer in 
our community called our office and 
requested a one-way conference call 
to 45 stations in different parts of 
the country from coast to coast. There 
were many problems to work out, and 
we did this by attending several con- 
ferences with the personnel who were 
going to talk on the call. We kept 
them posted as to the progress we 
were making with the Bell telephone 
company and the action they were tak- 
ing so that every one of the called 
points would be available when the 
call was placed. 


We arranged to have the call origi- 
nate in the local broadcasting studio 
so that there would be no local inter- 
ference. The called points were sepa- 
rated so that we had 22 in the Eastern 
section and 23 points in the Western 
section. Section No. 1 was talked on 
first and 20 minutes later section No. 2 
was talked on. 


The conference operator reported 
each station on the line before the con- 
versation started. It was a very suc- 
cessful program and the company was 
complimented very highly. The cus- 
tomer was very well satisfied and stated 
that they would probably call on us 
again for this service in the very near 
future. 


Complaints Recorded 

On all complaints it is important to 
keep a record so that it can be referred 
to at any time. The record is to be 
kept active until the complaint is 
completely satisfied. A memorandum 
trouble ticket that gives complete data 
on each particular case can be used; 
they can also be used for field inspec- 
tion reports as well as any complaint 
received from a customer. They are 
serially numbered and can be referred 
to by that number. 

In our company, we have _ repre- 
sentatives that call at the customer’s 
place of business or residence, either 
in response to the customer’s complaint 
or as a social call just to talk about 
the service and inspect the telephone. 

We do have what we call the T.S.O. 
girl, or the Telephone Service Co. of 
Ohio company representative. This girl 
is given extensive training on the re- 
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pairing of telephones. She knows the 
telephone instrument circuit so that 
she can make any repair on the instru- 
ment. 

Recently we gave one of these girls 
a telephone instrument that was com- 
pletely torn down with over 20 repair 
points that she had to observe and 
make repairs. She made every repair 
without a mistake. The only adjust- 
ment that they tell the girls not to 
make is the bell adjustment. They are 
permitted, however, to tone the bells 
down and this is done by wrapping a 
piece of tape around the bell. Here 
are the features of this service: 


(1) These T.S.O. girls wear a uni- 
form with the T.S.O. insignia. Her 
first approach is to call from the 
office and make an appointment with 
the customer, usually the lady of the 
home where she intends to go. If she 
says that she is not going to be home, 
the T.S.O. girl makes a notation to 
that effect on the subscriber’s card so 
that it can be followed up for future 
contact. 

(2) The next appointment is made 
after the first stop and is used as a 
check call, as well as a call for the 
next appointment. 

(3) On the arrival at the home, the 
T.S.O. girl checks the drop wire to see 
if it is clear of trees and its condition. 
She also checks the block wire on the 
house to see if it should be replaced. 

(4) She then introduces herself to 
the customer, reminds her of their 
appointment and explains the purpose 
of her visit. 

(5) She then examines the telephone. 

(a) Checks the dial and the dial 
speed. 

(b) Checks the cord and the out- 
ward appearance of the telephone. 

(vt) She makes a reverting call to 
see if the telephone rings in satis- 
factorily and the line is clear. 

(d) She will install a new number 
card on the face of the dial providing 
it is needed. 

(e) If the subscriber has a com- 
plaint the T.S.O. girl makes a nota- 
tion of the complaint getting all the 
details and refers it to the proper 
department. 


(f) The T.S.O. girl, in talking with 
the customer, compliments her on 
her home and, also, if the oppor- 
tunity presents itself, she will inter- 
est the subscriber in an extension 
telephone. 

(gz) A trouble report is made out 
on every instrument that is examined 
and each repair that is made on this 
visit. 

(h) The T.S.O. girl carries with 
her a utility bag which is a shoulder 
type. The contents of the bag are 
a screwdriver, long nose _ pliers, 
polish, a polish cloth, number cards, 
plungers, line cords and _ handset 
cords and other parts. 


Drive Foreign Cars 
Incidentally these girls drive a small 
foreign made car, called the Isetta. 





The car creates a great deal of i:. ‘eres; 
in the community and is use! fp 
publicity purposes. 


Another program that is now being 
used, and we feel with wonder?f:| sye. 
cess, is the fair exhibit. Each yea 
during the fair season we make a) 
rangements with the fair board fo 
space on the “midway” for a telephon 
tent and a fully equipped trail 

During the fair we keep a ¢ mpany 
representative at the tent along wit} 
a PBX operator. We advertise fre 
local telephone service and general); 


2g 
provide three trunks for this service, 
On the incoming calls we are equippe 
with a public address system so that 
we can locate anyone on the fai 
grounds and have them come to th 
tent for their calls. This public address 
system is also frequently used to locat 
the parents of lost children. 

We also handle long distance calls 
from our tent. It, also, is equippe 
with an acoustic type booth so that 
outside noise can be eliminated. This 
service is very much appreciated by 
our rural subscribers and by the fai 
board. Every year letters of thank 
are received from the fair board secre. 
tary and also from our subscribers. 

In connection with the trailer it 
turned over to the local Red Cross 
chapter during the fair. This pleases 
all Red Cross supporters in the service 
The trailer is 31 feet long and is con 
pletely equipped for disaster purposes 
It advertises the Red Cross and Civ 
Defense, as well as the telephone con 
pany. 

We have received many letters a! 
editorials complimenting the compan) 
on the services that are extended t 
the people during the fair season. Th 
trailer can also be used as a disast 
unit for Civil Defense purposes. It } 
equipped with walkie-talkie, amatel 
band and mobile band radio transmit 
ters, blankets, cots, and a full compl 
ment of first aid equipment. It has hol 
and cold water and its own elect! 
generator. 


Party Line Complaints 
A company representative, general!) 
the manager, spends as much time 4 
he possibly can at the tent so tha! 
he can talk to his customers and handi 


any complaints they might give. 
represented the company for a perl! 
of two years, and found it very inter 


esting to talk with people about thei! 
business and also their telephone pro” 
lems. 

The majority of the complaints 4" 
of the party line type. These 4" 
handled by a letter to everyon on the 
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tinuous pr sion of good earnings, stock splits by market leaders and som 
lividends, together with continued favorabl is ss and financial sta- 
», appear t responsible for the stock see-saw going so high. While, 
S49 anybody's guess what will happs ron vy till the year-end— 
s tradit ally a pretty good month for stock prices, particularly the 
he at incement of the Ford offering was an important psychological 
-the-arm" r the market, since t showed the financial fraternity was 
tl: lent to schedule the largest single common stock offering in his- 
to 500 milli lollars—under existing market conditions. Also, the 
publ participat in this always mysterious private behemoth, is hearten- 
another indicatio f eve rreasing participatic f the average investor 
: 34 
MONEY WILL COST Again to revert to last month, it was pointed out then 
4 good-si i straw in the wind, average bids for 11 new offerings shown 
Wall Street Journal's compilation, somewhat exceeded the average prices at 
hese utility bonds were first offered. 
t appearing the Nov. 11 Wall Stree 
leld ¢ the basis of bids over origin 
tility bond issues. Last month the same 
035 per cent. Some of this is probably 
vy issues is changed at intervals. A 
Ss continue to slip a little. 
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led within the ensuing six months, still 
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Then, too, the contemplated Ford offering may, after Jan. 1, overhang the mar<et 
somewhat. While there should be a terrific demand for a share in the enterprise 
institutions and investment trusts might decide to liquidate some of their bond 
holdings to get sufficient funds to subscribe for a sizable block of the new popular 
Ford offering. 


This (or expectation of it), might adversely affect long-term money rates f 
bonds as the time for the Ford offering nears. But there is another side to th 
shield; first, if the offering is very successful and subscribers get only a fra 
tion of what they asked, they may find themselves with large amounts of cash fo 
reinvestment; second, the possibility has been suggested that the Ford Foundati 
might wish, in changing from a one-stock equity fund, to translate itself into 
balanced fund (i. e., with investments balanced between bonds, preferred stock 
common stock) by investing a sizable portion of the enormous proceeds it will 
receive in government and corporate bonds. 


If so, utility bonds are likely to comprise a considerable portion of the } 
investment and this could considerably reduce yields thereon, at least temporarily 
although it is unlikely the Foundation would proceed with the investments in suc 
manner as to unduly affect the market for these securities All this sums t 
saying that our prospective corporate borrower might best make its offering wel 
ahead of the Ford stock, or else be prepared to schedule it somewhat after that 
issue has been completed. 


We could find no dissent to our views on money costs, expressed above, on check- 
ing them, as usual, with a representative of one of the leading utility underwriti 
houses, rotating among these firms as per custom. We also found them in agree: 
with our equity money views shown below. 


Rise in interest rate for prime loans to corporations by commercial banks, 
came just too late to get mentioned last month, as well -” other items affecting th 
cost of short-term money, indicate these rate s still point upward. Just be 
was released the Federal Reserve again raised the rediscount rate—this time t 


per cent—highest since 1934—renewed evidence of governmental intent to prev 
"runaway" boom. This step had an immediate reaction in firming rates for sh 
long-term securities 


COMMON STOCK EQUITY: Recent market recovery intensifies the desirability 
selling any equity needed within a year or two. Newspaper comment indi 
corporations are taking gee renee of the favorable common stock levels to 
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issues. Whether the Ford offering will ultimately advance or depress the gene 
averages falls somewhat in the tl stal- “gazing category, but whatever that answ 
prove to be, it hardly takes a crystal ball to demonstrate that today’s level re, 
in most cases, "too good to lose’ from the issuer's standpoint. So the green light 


> 


keeps shining for common stock financing. 


preciation have finally emerged. But guess what? They're not final-final yet. 
the commissioner announces that the tentative regulations of Sept. 28, 1954, 
withdrawn and superseded by the newly issued regulations published in te itati 
form. So this makes the new ones tentative and interested parties are iver until 
about Dec. 9 to submit, in writing, views or arguments concerning same. 


RAPID DEPRECIATION REGULATIONS — AT LAST: The long awaited regulations o: “ 


4 
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The new regulations contain many important changes from the old. Great 

seems to be placed upon determination of estimated useful lives and of the in 
of salvage in arriving at rates. Many examples in the old regulations ignore 
salvage. In the new, these same examples reflect salvage in determining the 
The new regulations go into greater detail in discussing treatment of normal 
extraordinary retirements, where group or composite accounts are used. This 
improvement. As predicted, the regulations permit use of the sum-of-the-digi 
method for a composite account, but require the estimated remaining useful 13 
the account to be redetermined each year. The only alternative to this is to ; 
permission from the commissioner to use a method different than the regulations 


he 


“OK 


KH c+ } 


Lack of both time and space prohibit further discussion of the subject this 
month, but additional information will be contained in next month's column. 
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Type 80 Monophone steps up 
your earnings by stimulating 
toll usage. Its transmission is 
exceptionally clear— makes 
toll conversation a pleasure to 
be enjoyed often. 


New 


prove 


shut out room noise. 
capsules provide 


_ “= , 
ow! 
me 
nin 


C] Ju oy a 8 
the way better transmission 


builds toll bills! 


lt youd like to see 


standardize 
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Ty pe 80's y ourself 


customers paying bigger wed suggest you 


on Type S80 Monophones. Try and you'll 
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Type something different. something better than any other tele- 


phon vive you transmission that’s truly startling in its clarity and 
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transmission that will make people want to use the telephone more 


transmission that will build toll bills! 


Numerous features combine to provide this finest-ever speech. even on long 
rural lines: @A new circuit. especially adapted to Independent areas. keeps 
sidetone down. @Line current adjustment limits transmitter current to 
amount that guarantees faithful response. @New short handset brings trans- 
mitter close to the mouth—boosts volume substantially. 

Like hundreds of others. you'll be enthusiastic about Type 80's lifelike 
iransmission—and its smart modern styling. low maintenance, easy installa- 
tion il improved ringing. 

Order two Type 80°s today so you can enjoy their quality transmission to 
the utmost. Address: Automatic Electric Sales Corporation, 1033 W. Van 
Buren St.. Chicago 7. Or. call HAymarket 1-4300. 
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time can be assumed to be correct, 

transistorized electronic dial switch- 
ing systems will be with us in the not- 
too-distant future. We have personally 
seen four different laboratory models 
of electronic switching systems, one of 
which was transistorized and, to say 
the least, they certainly appear prom- 
ising. While we do not claim that these 
electronic systems will make present 
mechanical-electrical systems obsolete, 
they will undoubtedly present some im- 
portant advantages to many of the 
larger operating companies. 


if REPORTS we hear from time to 


For example, some of the larger 
switching systems have been in service 
30 years or more. In the majority of 
cases, the buildings in which they are 
housed are becoming crowded. The 
construction of new buildings or large 
additions to existing buildings proves 
extremely expensive at present-day 
costs. Due to the miniaturization of 
transistorized, electronic equipment, it 
requires a minimum amount of building 
space. It appears highly probable, 
therefore, that many of the 30-year 
systems will be replaced by the elec- 
tronic systems when they 
available. 


become 


This replacement can and will per- 
haps be on a gradual basis and there 
is no doubt that two or three exchanges 
of the new type may be housed in the 
same space now occupied by one of the 
old systems. When the conversion is 
handled on a gradual basis no new 
buildings will be required in most 
cases, and in others only a small addi- 
tion to the old buildings, to install the 
first electronic unit to get the conver- 
sion started. 

In addition to the low maintenance 
cost of electronic switching squipment, 
its reduced space requirements should 
make it ideal for pole or pedestal 
mounting. Small systems might also 
be installed in wall cabinets in numer- 
ous buildings. There is no doubt but 
that these many advantages will hasten 
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rue Plant Man's Notebook 


BY RAY BLAIN, TECHNICAL EDITOR 


the further development and produc- 
tion of transistorized electronic dial 
switching systems, as necessary, to 
meet the urgent demands for further 
expansion of the telephone industry. 


This writer recently enjoyed a most 
profitable day as a guest in the factory 
and laboratory of the Stromberg-Carl- 
son Co. at Rochester, N. Y. 

We particularly enjoyed a 
of the most 
transistorized, electronic switching. 
Present experiments indicate that this 


review 


recent developments in 


type of system has a most promising 
future. Probably the dial speed will 
not be important, as likely the equip- 
ment will be able to handle 
at a speed of four to over 40. 


pulses 


It is also probable that loops from 
2,000 to 3,000 ohms may be used. The 
loop will be limited by transmission 
only and not by signaling or super- 
vision. It may be that the old style 
bell and 20 cycle ringing current will 
be replaced by some other means of 
signaling in the future. Perhaps some 
type of high frequency howler signal- 
ing arrangement will be the answer. 

We also enjoyed a trip through the 
life test room in the Stromberg-Carlson 
laboratory. This room consists of a 
number of equipment frames on which 
parts of apparatus are being tested. 
Counters record the number of opera- 
tions, and weak 
and corrected 


points are detected 
before equipment or 
components are placed in production. 

When a new piece of equipment is 
engineered in the Stromberg-Carlson 
factory, the model is first thoroughly 
tested in the laboratory. It is then 
placed in production and the production 
models thoroughly tested before they 
are released for the required production 
and use in the field. 

We were permitted also to have a 
look at the Stromberg-Carlson dial 
maintenance school. The class is di- 


vided into two sections. One works 
on equipment while the other studies 
circuits. These groups are alternated 
each one-half day. A graduate of this 
school will certainly have a fine work 
ing knowledge of dial switching equi; 
ment. 

While on this trip we also enjoye 
viewing a part of the World Series 
21-inch 
Carlson color television 


ball game on a Stromberg 


recelve! lr 


our opinion, the color set gives a some 
what clearer picture than black a 
white. 

We always enjoy these trips throug 


the factories of the Independent mai 
ufacturers of the telephone industry 
The engineers are always helpful 
explaining their work so that we cal 
be brought up-to-date in a short perio 
of time. 
o 

Harry Hershey has issued a revisi¢ 
to the SATT Automatic Toll Ticketing 
chapter of his book, “Automatic Tele 
phone Practice.” This revision wil 
bring you up-to-date if you are inte! 
ested in automatic toll ticketing 

Harry tells us that the postoffice 
turns on his last revision were over > 
per cent. He also comments that tele- 
phone men did not move so often in th 


old days. This might indicate that U 

“boomer” in the telephone indust 

may be staging a return engagement 
s 


During the floods caused by Hw 
cane “Diane,” many telephone cables 
and lines were washed out in northeas' 
United States. One such trouble sp 
was the bridge across the Delawal 
River, between Phillipsburg, N. J., a” 
Easton, Pa. When this bridge went ou 
it took with it nearly 1,000 long dis 
tance circuits. As sections of the bridg' 
gave way, the pull on the cables # 
each end ripped splices back ‘o the 
second and third manhole. 


Helicopters—and a Coast Gua “d line 
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throwing gun—were used in getting 
telephone wire across some broken 
river crossings. The helicopter payed 
out and lowered linemen who 
pulled emergency cables over swollen 
creeks and rivers. 


ype 


This is a far cry from the crude ar- 
rangements we were forced to use in 
the old days when telephone service 
had to be after washed 
bridges had carried away lines. 


restored out 
Large 
box kites were slow and hard work, but 
they would do the trick. 
Sometimes, also, some brave and reck- 


sometimes 


less lineman would get across in a row 


boat. 
Perhaps some day in the _ not-too- 
distant future many operating tele- 


phone companies will have their own 
helicopters. They will prove useful not 
only in times of disaster, but, also, for 
routine inspection of aerial plant. 


In our humble opinion, the selection 
f the official emblem of the Independ- 


ent telephone industry was a_ wise 


choice. This Independent industry 
which created the dial system and in- 
troduced the first popular handset to 


the telephone world has made a good 


choice in selecting a composite repro- 
duction of the modern instrument. 
The legend — INDEPENDENT — lettered 
boldly across the front, identifies it 
with our industry. It would now ap- 


pear a good idea for member companies 
to adopt this emblem as a service pin 


for the employes. 
~ 

Direct television and multi-channel 
telephone microwave transmission fo1 
stances as much as 200 miles—with- 
out relay stations and at ultra-high 
frequencies—was announced recently. 
This a joint development of the 
3e]] ephone Laboratories and the 
Massachusetts Institute of Technology. 
The cipal advantage claimed for 
this -the-horizon transmission is 
that rer communications bridges are 
possil ver water and rugged terrain. 

In present microwave relay sys- 
tem a ss the United States, the relay 
static are located at 30-mile inter- 
Vals, order to accomplish over-the- 
horiz ransmission, 10 kilowatt trans- 
mitt nd 60-foot diameter antennas 
are } red. This is 20,000 times the 
pow d 30 times the antenna area 
as Is ently being used on the trans- 
conti al microwave system. 

* 

It een said that among the reds 
in W igton, the two we’re eager to 
get 


, are ink and tape. 
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Toll Study Figures Received; 
USITA-Bell Meeting Planned 


UMMARY of detailed studies of 

certain Independent companies’ 

costs of handling toll business in- 
terchanged with the Bell System—to be 
used to work out an Independent-Bell 
System toll compensation pattern—has 
been virtually completed, it was re- 
ported on Nov. 21. Now that these op- 
erating statistics are ready, a meeting 
between United States Independent 
Telephone Association and Bell System 
representatives has planned on 
what was described as a “tentative firm 
basis” 


been 


for the early part of December. 


Cost curves based on a study of hun- 
dreds of Independent exchanges were 
being mailed late in the week of Nov. 
14 to the Bell System associated com- 
panies and the USITA Toll Compensa- 
tion & Settlements Committee. 


Of the study exchanges selected on 
a random sampling basis—613 for the 
“A” function and 432 for “B”—a total 
of 580 A studies and between 410 and 
415 B’s were represented in the mate- 
rial being distributed. Other exchange 
reports which come in between now and 
the will be the 
picture. 


meetings included in 


Optimism was expressed that a new 
toll compensation and settlement pat- 
tern, the present schedules 
which were based on a 1951 study ad- 
for 
agreed on by 


revising 
justed 1952 wage costs, might be 
the end of the current 
year. 

Initially, it had been hoped that rep- 
resentative cost data would be in hand 
by Aug. 31, and a target date of Oct. 
31 for completion of the new pattern 
had been established. Despite long 
hours and close cooperation by those 
working on the study project, however, 
it was not possible to get the material 
in hand, compiled, plotted 
curves until 


and on 


now. 


The A and B studies—A covers use 
of local plant facilities, and commer- 
cial and revenue accounting expenses, 
and B encompasses toll operating, in- 
cluding ticketing, timing, and handling 
calls to completion—required the most 
extensive analysis. 


Work on the other element of toll 
compensation, line haul prorates, 
been completed, and will be a 
factor in the discussions. 


has 
major 
It is assumed 
that any toll compensation pattern to 
be worked out will cover the A, B, and 
line haul factors. 


A. W. Lambert, who has been 
“loaned” to the USITA by California 
Water & Telephone Co., is chairman of 
the subcommittee handling the A and 
B studies, and has been working full- 
time on the project for about six 
months. Ralph Shriner, of the Penin- 
sular Telephone Co., heads the separa- 
tions subcommittee, which is now sum- 
marizing its line haul study data. 


of the A and B 
John M. Barnes, assistant 
commercial manager, Rock Hill (S. C.) 
Telephone Co.; Richard L. Ohlson, de- 
preciation administrator, General Tele- 
phone Service Corp., New York City; 
and George A. Steele, secretary-treas- 
urer, United Telephone Co. of Indiana, 
Warsaw. 


Other 
group 


members 
are 


It was emphasized that the 
sought out the regarding 
pendents’ costs without 


group 
Inde- 
regard to the 
ultimate results of the study, and that 
no estimate of how much 
might result 
In the most 
tiations, several 


facts 


change in 
compensation is possible 
at this time. recent 
ago, the 
more or 
boost of 18 million 


dollars, but the results were not based 


nego- 
Inde- 


less 


years 
pendents received a 


“across-the-board” 


on a study as extensive as the current 


one. 
It is understood that the resulting 
nationwide pattern will not prejudice 


any separate cost studies made by any 
Independent, but will 
patterns for acceptance by 
which wish to do so. 


instead set up 
companies 
The schedules will 


be established on a suggested basis. 


It is hoped that a method of con- 
tinuing cost analysis 
plished, so that settlement arrange- 
ments with the Bell System can be kept 
current with the cost picture, thereby 
overcoming what is commonly termed 
the “‘settlement lag.” 


can be accom- 


Study exchanges were selected on a 
purely random sampling basis, taking 
into account for selection of the sample 
their average revenue per message, size 
of the exchange, and type of operation, 
and with the proper proportion taken 
from each group. Each study result 
was coded with an identification num- 
ber, so that it is not identified individ- 
ually by ownership or location without 
recourse to a master file. 


Mr. Lambert, who traveled thousands 
of miles during the study to hold meet- 


(Please turn to page 43) 
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Legislative Front Needs Action by 


Independents, Oklahomans Told 


By HUGH STRAUGHN* 


HE EXCEPTIONALLY fine set of 

exhibits brought to the Oklahoma 

Telephone Association convention 
by the manufacturers and suppliers 
was among the principal drawing cards 
that resulted in a nice increase in reg- 
istration at the annual meeting at the 
Huckins Hotel in Oklahoma City, Oct. 
20-21. The exhibitors reserved practi- 
cally all of the sixth floor rooms of the 
hotel. 

The general sessions, presided over 
by F. E. Messecar, president, were 
shortened to give long recess periods 
and ample time for everyone to inspect 


Kel- 
logg Switchboard & Supply Co., speak- 
ing on “Financing of Small Independ- 
ent Telephone Companies;” E. H. 
Danner, president, Texas Telephone 
Co. and vice president, Oklahoma Tele- 
phone Co., discussing ‘“‘People and the 
Telephone Business;” Mrs. Antoinette 
Strauss, traffic training instructor, 
Southwestern Bell Telephone Co., de- 
livering an address on “Long Distance 
Operating,” and D. L. man- 
ager, technical department, Koppers 
Co. Inc., wood preserving division, tell- 
ing “What Makes a Good Pole.” 


Bass, comptroller and treasurer, 


Davies, 





the exhibits and visit with the sales 
representatives and other telephone 
people. 

While the general sessions 
short, the speakers on the program 
were outstanding and delivered talks 
that were interesting and inspiring. 
These included: Merle M. Hale, presi- 
dent of USITA, speaking on “The 
USITA Works for You;” Sterling H. 


President Messecar, in his opening 
address, emphasized the need for ac- 
tion by all Independent telephone peo- 
were’ ple on the legislative front, particu- 
larly with respect to the preservation 
of the industry’s 750-station exemption 
and the 
moving telephone facilities along new 


reimbursement for costs of 


highways. 
The banquet was well attended and 


Oklahoma the 


*Mr. Straughn is 
association 


secretary of the 


followed popular 


“Hospitality 


more gre 





Officers and directors of the Oklahoma association are, left to right: W. E. Gosdin 

of Oklahoma City; Joe Trower of Mannford; R. E. Harris of Purcell: T. E. 

Sheard of Salina; S. C. Rich of Oklahoma City, treasurer; F. E. Messecar of 

Broken Arrow, retiring president; H. R. Peterson of Roosevelt; F. F. Wright of 

Kingfisher, second vice president: A. L. McFadden of Ringwood, first vice presi- 

dent; D. R. Majors of Carmen, newly elected president; H. D. Straughn of Okla- 
homa City, secretary; and J. W. Holt of Stilwell. 
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Merle M. Hale, USITA president, spoke 
on “How the USITA Works for You.” 


Hour” sponsored by the manufacturers 
and suppliers. 

With George L. Verity of Oklahoma 
City handling the toastmaster job, the 
evening’s entertainment 
smoothly and was well received by ar 


progressed 
enthusiastic audience. It was climaxed 
by Stewart Harral, director of 
relations studies and professor of jour- 
nalism at the University of Oklahoma 
as after-dinner speaker, using the sub 
ject “How to Stay Alive as Long as 
You Live.” Mr. Harral is a speaker of 
national repute and was at his best i 
this presentation. 


public 


Four director vacancies were filled by 
electing Joe Trower of Mannford and 
re-electing A. L. McFadden of Ring- 
wood, F. E. Messecar of Broken Ar- 
and W. E. Gosdin of Oklahoma 
City for new three-year terms. Har- 


row 








rold Peterson of Roosevelt was elected | 
to fill the unexpired term of C. A. 
Blakeney, resigned. Other members of 
the board of directors are: J. W. Holt 
of Stilwell, F. F. Wright of Kingfisher, | 
R. E. Harris of Purcell, D. R. Majors 
of Carmen and T. E. Sheard of Salina. 

The directors elected the following 
officers for the coming year: president, 
Mr. Majors; first vice president, Mr 
McFadden; second vice president, Mr. 
Wright; treasurer, S. C. Rich of 
Oklahoma City; secretary, Hugh D.| 
Straughn of Oklahoma City and assist- 
ant secretary, Mrs. Lena Greenlee 0 
Moore. 

The 1956 convention has been sched- 
uled for Nov. 7-8, again at the Huckins 
Hotel. 

A number of out-of-state \ 
were present at the meeting, whic! Was 
open to all telephone people. 


sitors 
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Give the Guy @ CHANCE 








FOR THE BEST IN GUYING! 


Look to Chance for all your guying needs because when it comes to guying, Chance can 
supply everything but the guy strand. 





You add years to the life of your guy strands when you specify Chance guy rods and 
fittings with the full-rounded Thimbleye... you can select the guy guard to fit the job 
from the extensive Chance line...and you can finish the job with Chance guy fixtures 
on the pole. 


Guy rods, guy guards, guy fixtures, anchor installing tools and the most complete line 
of anchors in the industry. Get ‘em all from one source—your Chance Distributor. 


Good news for your guys! cet 
“Anchoring,’’the most complete anchor 
installation guide ever developed 
. it’s FREE. 
Write today! 





























MIKE 
a THE MOLE 








es 







GUY RODS 


Chance Thimbleye guy rods have 
a perfectly shaped “thimble” 
which extends around head of 
rod to protect cable from strain 
at any angle of pull and pre- 
vent kinking. You can order 
threaded or Never-Creep 
rods with Thimbleye, Twin- 
eye, or Tripleye heads for 
use with one, two or three 


\ guy strands. 
Q 
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GUY FIXTURES 


You can save time by making up guys 
on the ground with these fixtures. 
They're drop forged from high grade 
steel, heavily galvanized. The full 
rounded Thimbleye gives complete 
strand protection at any angle of 
pull during slack pulling operations 
and when in use. 


j 


3 


GUY GUARDS 


The SURE-GRIP has no loose parts to 
lose, nothing to take apart and reas- 
semble. The MONO-BOLT combines 
safety, durability and economy with 
simple installation—only one nut to 
tighten. The MATTHEWS, a one-piece 
protector, bolts to the guy clamp and 
cannot turn when installed. 


CA55-6C 
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Subscribers Protest; N. C. 
Commission Blocks Sale 


Central Telephone Ce., Mount Airy, 
was authorized on Nov. 10 by the 
North Carolina Utilities Commission 
to sell one of two rural lines to Surry 
Telephone Membership Corp. but was 
ordered to continue operating the other. 

Approved was the transfer of the 
line running between Mount Airy and 
the community of Francisco in Stokes 
County. The four present subscribers 
favor the change. 

However, the commission declined to 
approve the transfer of a line running 
between Elkin and Mountain Park in 
Surry County. Eight of the 10 sub- 
scribers told the commission at a hear- 
ing last September that they wanted 
to remain Central Telephone customers. 
The Central company had agreed to 
sell the line. 

Spokesmen for the cooperative con- 
tended that the Elkin-Mountain Park 
line was important to their service 
plans and if they failed to get the lines 
they would have to make a further 
feasibility study. 

However, the commission ruled that 
to permit Central Telephone to sell the 
line over the protests of the subscribers 
“would be to deny those subscribers a 
convenience which they had been ex- 
periencing for a number of years and 
which . they plead to retain.” 

“While the granting of authority for 
the sale and transfer of the rural 
Elkin-Mountain Park line might be de- 
sired by the corporation, denial of same 
should not jeopardize its project as a 
whole,” it said. 


General of Michigan Gains 
Full Raise Asked in 1952 

The Michigan Public Service Com- 
mission recently announced it has made 
permanent a court-approved temporary 
rate increase for General Telephone Co. 
of Michigan, Muskegon, originally re- 
quested in 1952. The increase amounted 
to 1.1 million dollars annually 
(TELEPHONY, Jan. 15, p. 27). 

The case started with the company’s 
request for the 1.1-million-dollar annual 
increase in 1952. When the commission 


32 









if 


decided against the full amount and 
allowed only $660,000, the company 
went to the Ingham Circuit Court 
where Judge Louis E. Coash held the 
company was entitled to collect the 
higher rate. It was the first time a 
judge assumed the commission’s rate- 
making powers, establishing new rates 
from his own records. The decision was 
unprecedented in Michigan. 

The ruling of Judge Coash brought 
action from the commission which 
sought to have effect of the court order 
stayed. The commission charged grave 
injustice in the order, holding earning 
figures of the company secured a re- 
turn of 7.25 per cent and, on the basis 
of the 6.6 per cent accepted by the cir- 
cuit court, a rate reduction of $260,000 
was in order. 

The $660,000 rate increase granted 
by the commission was based on 1951 
figures of the company. The Ingham 
court ruling was based on 1952 figures. 
Attorneys for the company opposed the 
proposed reduction. 

Meanwhile, the commission appealed 
Judge Coash’s order to the Michigan 
Supreme Court, which held on Dec. 29, 
1954, that the company was entitled to 
the full amount of the increase, on a 
temporary basis. Michigan’s highest 
tribunal also referred the case back to 
the for action in 
ance with the court decree. 

The October  an- 
nounced its decision to make the court- 
approved increase permanent. 


commission accord- 


commission in 


To Hear Rate Cases Based 
On Minimum Wage Increase 
Minnesota Railroad & Warehouse 
Commission on Nov. 14 issued a direc- 
tive to companies in the state which 
find it necessary to file with the com- 
mission applications to adjust rates as 
a result of the amendment to the fed- 
eral Fair Labor Standards Act raising 


the hourly minimum wage from 75 
cents to $1.00. (The amendment be- 


comes effective Mar. 1, 1956.) The com- 
mission directed companies 
such application to furnish 

garding, among other things: 


making 
data _ re- 


(1) Number of employes affected by 


i —- ee 
Courts and Commissions 


the increased wage costs, including in- 


surance costs, payroll taxes and 
taxes. 


thei 


(2) Increase in payroll cost brought 
about by application of the new mini 
mum. 

(3) Certain exhibits 
of the increased wages 


showing effect 
on the operat 
ing position of the company. 


(4) 


increased wage costs. 


Proposed rates needed to offs 


Bell Companies Challenge 
New Illinois Use Tax Act 


A suit challenging the validity 
the new Illinois use tax act was file 


in the Circuit Court at Springfield 
Nov. 4 by Illinois Bell Telephone C 
Southwestern Bell Telephone Co. a 
Western Electric Co. 

Attacking the act as unconstitutioné 
and the suit 
total of 
the companies paid under protest sinc 
the Aug. 1. 


The suit followed three other similz 


asked eventué 


$28,137.49 whicl 


invalid, 
return of a 
act went into effect 
actions filed by other companies attack- 
ing the use tax act, set up for the pu 
pose of collecting taxes on items bought 
outside the state for use in Illinois an 
on which the 
been collected. 


state sales tax has 
The action brought by the telephon 
and communications companies charges 
that the tax 
collection of 2% 


use law, which requires 


per cent of the pu 

chase price on personal property items 
bought outside the state for use in II 

nois, is unconstitutional because it at 
tempts to tax what is a right and not 
a privilege of a taxpayer, that of using 
his own personal property. 


The suit also alleges the tax Is J 
valid because it does not apply to all 
uses terms which are arbitrary and dis 
criminatory, favors retailers, prives 
the companies of property with 


process of law and attempts to amé 
other legislation in the 
violation of Illinois law. 

Western Electric 
$3,169.07 in use taxes for Aug 
$24,403.89 for September. [llinc's Be 
reported it paid $120.92 in Octo er 10! 


same 


said it ha: pat 
t an 


> 
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For Common Carriers 


. Raytheon KTR Series Television Microwave Links 


li- CHECK THESE FEATURES The only link that offers you a choice of 100 mw (KTR-10O0E) 
at- : and one watt (KTR-1000E) RF output—you buy the power you 
of © Simultaneous transmission of actually need. 


- monochrome or full NTSC color 


. Here is reliability and power at lowest cost in high quality trans- 
plus program audio 


mission of television and audio signals. With Raytheon’s KTR 





n- > Us ' ih microwave links you can provide network interconnection, 

all, es stable, long-life klystron remote pick-ups, intercity hops and studio-transmitter links. 

i, » Rugged, portable, versatile Proved in nearly 200 TV station installations, this outstanding 

ait equipment offers excellent applications in industrial television 
Used by nearly 200 TV stations as well. 


‘ Let us send you complete information on these latest additions to the 
Raytheon KTR series. Write Dept. 6120. 


a iC 








and 


en RAYTHEON MANUFACTURING COMPANY 


Equipment Marketing Division, Waltham 54, Mass. Excellence in Electronics 
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previous purchases, while Southwestern 
Bell showed it had paid a total of 
$443.61 in use taxes. All of the pay- 
ments were made under protest. 


The suit asked injunctions barring 
state officials from enforcing the act 
or transferring the protested tax pay- 
ments, pending the outcome of a hear- 
ing on the validity of the act. 


Authorize 6.7% Return for 
California Independent 


Central California Telephone Co., 
Taft, on Nov. 1 gained authority from 
the California Public Utilities Com- 
mission to increase gross revenues at 
its two exchanges by a total of $44,000 
annually, the amount it had requested. 

A rate of return of 6.7 per cent was 
approved on an “average depreciated 
rate base” of $553,000. 

The commission noted that the for- 
mer basic rates had remained un- 
changed in Corcoran since May 8, 1928, 
and in Exeter since January 1, 1942. 


Old and authorized rates are: 


Authorized: 
Old Rates: Both Ex- 
Corcoran Exeter changes 
Residence: 


One-party ....$3.00 $2.75 $4.00 
Four-party 2.00 2.25 2.70 
Suburban is) oe 2.50 3.10 
Farmer line .. .25 .60 .80 
Business: 

One-party 3.50 3.75 6.00 
Two-party 2.75 3.00 4.75 
Suburban 4.00 3.00 4.00 
Farmer line .. .50 90 1.35 
Alabama Independent Seeks 


Schedule of Raised Rates 


Petition of the Trussville Telephone 
Co. to the Alabama Public Service 
Commission for the following rates was 
to have been heard on Nov. 14: 


Present Proposed 


One-party business. . .$5.00 $6.50 
Two-party business... 4.00 5.50 
Four-party business.. — 4.50 
One-party residence... 3.25 4.50 


Two-party residence... 2.75 3.50 


Four-party residence. 2.00 2.75 
Rural multi-party 

Business, 0-2. miles... — 3.50 
Residence, 0-2 miles.. 2.00 2.75 


FCC Confirms Its OK on New 


AT&T Cable to Hawaii 


The Federal Communications Com- 
mission on Nov. 3 refused to reconsider 
its action of Sept. 7 in authorizing 
American Telephone & Telegraph Co. 
to lay a new submarine cable between 
the United States and Hawaii. 

Review of the authority was _ re- 
quested by Western Union Telegraph 
Co., RCA Communications and Globe 
Wireless. 
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Neb. Commission OK’s EAS 
Between Two Independents 


The Nebraska Railway Commission 
on Nov. 1, in separate orders, author- 
ized the Rodeo Telephone Membership 
Corp., Burwell, and the Nebraska Cen- 
tral Telephone Co., Gibbon, to establish 
two-way, non-optional extended area 
service between the Taylor and Sargent 
exchanges, owned in 
by the companies. 


respective order 


service between the ex- 
changes was furnished over toll lines. 
Under the new arrangement each com- 
pany will own and maintain about half 
of the circuits necessary for extended 
service. 


Formerly 


The Nebraska Central company was 
authorized to increase rates for its 
52 business subscribers $1.00 to com- 
pensate for of toll revenue and 
additional operating expense which is 
involved. Rates for the 
tion were not increased. 


loss 
Rodeo corpora- 


The orders are effective with the con- 
version of the Taylor exchange to dial 
service. 


Two Minnesota Independents 
Authorized to Raise Rates 


The Osakis Telephone Co., Inc., and 
the Wykoff Telephone Co. on Nov. 1 
were granted rate increases by the 
Minnesota Railroad & Warehouse Com- 
mission. 

New rates for dial service for the 
Osakis company are estimated to raise 
operating revenues from $34,762 to 
$38,578 and net income from $8,455 to 
$10,249, a new rate of return of 5.91 
per cent on plant original cost of $172,- 
500. The Osakis company serves ap- 
proximately 438 local, 242 rural and 37 
service stations. Old and new rates are: 


Old* New* 
One-party business ..... $5.75 $6.50 
Two-party business ..... 5.00 5.50 
Rural multi-party business 4.25 4,75 
One-party residence ..... 4.00 4.50 
Two-party residence 3.25 3.75 
Four-party residence .... 2.75 3.10 
tural multi-party 
PORIGOCNCS 2... i i esicars 3.50 3.90 


*All rates for company owned stations 
to be billed monthly in advance at 
gross rates except where quoted at 
net rate, and a discount of 25 cents to 
be allowed on gross rates if paid on 
or before the 15th day of the month 
in which service is rendered. 
Switching stations] ..... $1.00 
+Switching station 
nually in advance. 


$1.25 
rates payable an- 


In considering the Wykoff company’s 
application, the commission noted that 
it was recently incorporated and is to 
install new automatic equipment in an 
area now served by the Wykoff Co- 
operative Telephone Co. and seven 
farmer-owned lines. Financing is being 





done locally through the sale of -%5,. 
000 worth of stock and a loan of » out 
$40,000 from a private lending ag: icy, 
The new Wykoff company expec!: to 


complete the project about Ja a 


1956. At that time it will serve ap- 
proximately 140 local and 204 | ural 
stations. 


Operating revenues are estimated at 
$18,250 and net income, $4,429, a 5.87 
per cent return on an estimated ovigi- 
nal cost of $75,500. 

The following net rates apply for the 
new dial service: 


One-party business ........... $5.50 
Two-party business ........... 4.75 
Rural multi-party business...... 4.00 
One-party residence .......... 4.00 
Two-party residence .......... 3.50 
Four-party residence ......... 3.00 


Rural multi-party residence..... 3.50 
Mileage charge, for service beyond 
the local base rate area, each '!x 
mile or fraction thereof: 
One-party , 
Two-party, each subscriber... . 20 
Four-party, each subscriber.... li 


lowan Sues Missouri Company 
For Alleged Ear Damage 

In Iowa, a federal district cowrt 
jury was selected on Novy. 14 to hear 
a $10,000 damage suit growing out of 
noises in a telephone receiver. 


Mrs. A. Kathleen Stoll of Lamoni, 
claims that her hearing was affected 
by “loud, untimely and harsh” noises 


when she held the receiver to her right 
ear Aug. 8, 1953, and to her left ea 
Dec. 24, 1953. 

Ever since, she adds, there has beer 
a “constant” ringing in her head. 

Mrs. Stoll is asking $5,000 for dan 
ages to each ear in a suit against the 
Grand River Mutual Telephone 
Princeton, Mo., which operates th 


Corp., 


Lamoni exchange. 

The defendant, describing itself as a 
non-profit cooperative, denies liability 
It says that the defendant’s husband, 
as a subscriber to telephone service, 
“had possession and control” of tele- 
phone facilities and equipment in his 
home, and contributed to funds of the 
mutual company. 


Approves Sale of Company 
To Illinois Bell 

The Illinois Bell Telephone Co.'s pu! 
chase of the Fowler Central Telephon 
Co. was approved on Nov. 10 by th 
Illinois Commerce Commission. 


The commission stated that Bell wl! 


install an automatic system for the 
Fowler exchange. During the inter” 
Illinois Bell was authorized to app! 


its regular rates for magneto servitt 
up to 500 stations as follows: 
$6.75; two 


(Please turn to page 37) 


Business: one-party, 
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Easiest 
+o use 


--easiest to Gell”! 





Even girls who've never before seen a P-B-X learn to 
operate this one quickly—it’s so easy! The gray-green 


| ’ front slopes just right for convenient reach. Brightly- 
matic's che 
Auto colored keys make lines and trunks easy to distinguish. 
a Cordiess Keys are finger-fitted to insure a non-slip grip, and 
y. there’s plenty of room between them. No cramping, no 
| P. B. X. oy me 


fumbling. 


Your subscribers will be tickled pink with Automatic’s 


Cordless. It’s a real beauty—clean-lined, compact, right 





. at home in the most modern office. Telephone men find 
it “sells” itself on sight. 

Write for Circular 1793 which gives full faots on 10- 
| and 20-line models. Both offer all modern services, can 
: be supplied for 24 or 48 volts, and for use with auto- 
he matic, manual, or magneto exchanges. Simple to install. 


trouble-free. Address: Automatic Electric Sales Corpo- 
ration, 1033 W. Van Buren St., Chicago 7. Or call 
HAymarket 1-4300. 
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ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 
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DIGEST 





e 25 years young 
e Reduce upkeep costs 
¢ Quick work on cable 


© Hold down line costs 






Published every week to help you get the 
most out of your materials and supplies dollar 





by C. J. Reynolds, Stromberg-Carlson Company 


The few dollars you spend on reliable equipment 





today will be repaid a hundredfold in lower main- 
tenance costs for years to come. Protect your investment with the 
double guarantee offered by Stromberg-Carlson. First, leading 
manufacturers build this equipment, and guarantee it. Second, 
because we recommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 


These two battery types nomical battery for that, too. It’s 


give you decades of good service the PlastiCell battery, using high- 
Here’s a dependable power sup- tensile lead alloy grids. 
ply for you with a life expectancy 


of 25 years! It’s the C & D Plasti- 


In the picture, you see one of 
these PlastiCell batteries. It’s the 
CE-11 and has a 660 A.H. capacity. 
In PlastiCal, specify PCE-660. 

Both PlastiCal and PlastiCell are 
available in other capacities. You 
can order them from your Strom- 
berg-Carlson representative. 


Housekeeping at a minimum 


Some day you'll cut over to dial 


service. When you do, you'll give 





This low-cost PlastiCell battery has life ex- 
pectancy of 14 years. Its PlastiCal counterpart 
will last you 25 years. 
Cal telephone battery, and when 
we say it will last 25 years, we're 
thinking about full float service. 
You get this extra-long life be- 
cause C & D PlastiCal (lead-cal- 
cium grids) batteries have an exclu- 
sive suspended and supported plate 
construction. 





If a 14-year life expectancy will 
fill your needs, C & D has an eco- 


even greater consideration to main- 
tenance—and maintenance revolves 


primarily around the fact irs of 
wear and dirt. 

The XY® Dial System will reduce 
this problem to the absolut. minj- 
mum. The twin-contact brushes. 
because of their wiping action, wil] 
last the life of the switch. And be. 
cause the wire-bank multiples are 
vertical, dirt and foreign matter 
fall right through, instead of set. 
tling on the wires. 

Big or small, the exchange with 
XY dial equipment is the most 
profitable because of its modest 
first cost and its low operating 
maintenance. 

Contact your nearest Stromberg. 
Carlson representative for complet: 
information. 


New Time Saver Terminal 


When stringing plastic cable, th 
loop-through PLX Cable Terminal 
is the one to use. 


pare 


Loa 





The Cook PLX Cable Terminal for plastic cable 


It’s the easiest to install, most 
economical terminal made. No stu! 
bing—the cable is looped in a 
out. No splicing—the cable is co! 
tinuous right through the termina 
No potting—just put a Neoprel 
grommet in place and secure. Thes 
features mean time saved, and til 
saved is dollars in your pocket. 

Made with a heavy galvaniz 


] 
| 


steel frame and cable chamber ! 
Cook Electric Company, it itilizes 
the famous XB Bakelite faceplat 


Available in 6, 11, 16 and 26 pa 
sizes for cable from 11 to >| pa 
19 gauge or smaller. Whe der 
ing, specify cable to be used Ww! 
terminal so correct size g omme 


will be included. 
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Fast delivery available from your 
Stromberg-Carlson supply repre- 
sentative. 


How to keep your costs 
from climbing too much 


In ou 


r picture, you can see a 


bunch of “roughnecks” that can 


save you 


These 


1 money on maintenance. 
are installation insulators, 


built to a standard that lets you in- 
stall them and forget them. Your 


linemen 


will be able to spend their 


time more profitably, because they'll 
be spending less time on insulator 


replacen 


rent. 





These rugged porcelain insulators are avail- 


able in a full line of shapes and sizes. 
These insulators are made of 


highest quality dry-process electri- 
cal porcelain by Porcelain Products, 


Inc., wh 
ing the t 
decades. 
Your 
sentative 
on your 


o have specialized in serv- 
elephone industry for many 


Stromberg-Carlson repre- 
‘can offer prompt delivery 
order. 
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. . that the Strom- 
rlson general catalog in- 
105 pages of maintenance 
istruction supplies alone? 


know . 


' do all your business “under 


‘and find the same quality 
ibility in every item. 


uted by 
MBERG-CARLSON 


OF GENERAL DYNAMICS CORPORATION 


fices: Atlanta 3, Chicago 6, 
as City 8, Rochester 3, 
San Francisco 3. 


| 


party, $5.75, and rural, $4.75. Resi- 
dence: one-party, $3.65; two-party, 
$3.00; four-party, $2.65, and rural, 
$2.65. 

The ruling of the commission was on 
a joint application of Illinois Bell and 
Fowler Central. 


Ala. Commission to Appeal 
Southern Bell’s Increase 


C. C. Owen, president of the Ala- 
bama Public Service Commission, said 
on Nov. 17 that the commission would 
appeal to the Alabama Supreme Court 
a rate increase granted Southern Bell 
Telephone & Telegraph Co. on Nov. 16 
by Circuit Judge Walter B. Jones 
(TELEPHONY, Dec. 25, 1954, p. 27). 

Judge Jones overruled a commission 
order handed down in April 1954, deny- 
ing the increase request which amounts 
to 50 cents a month for Southern cus- 
tomers. 

The judge’s ruling fixed the “fair 
net return to the company” at 6%4 per 
cent a year. In its order in 1954, the 
commission ruled that a fair net return 
of 6 per cent was adequate. 

Southern Bell appealed the case to 
circuit court, posted bond and put the 
increased rate into effect in June 1954. 

Judge Jones ruled that the company’s 
cost of operation, coupled with seven 
wage increases since 1946, has in- 
creased proportionately. 

The judge had had the matter under 
advisement since February of this year. 


Wis. Companies Ask to Make 
Rate Raises, Purchases 

The Public Com- 
mission on Nov. 21 was to hear appli- 
cations for rate raises from the Bos- 
cobel Telephone Co., the North West 
Telephone Co., Tomah, the Milton & 
Milton Junction Telephone Co. 

On Nov. 21, the was 
scheduled to hear the joint application 
of the Wisconsin Telephone Co., the 
Union Grove Telephone Co., and the 
Kimmel Co. for approval of the sale of 
the property of Union Grove Telephone 
Co. to Wisconsin Telephone Co. through 
purchase of capital stock of the Kim- 
mel Co. 

A plea for authority to increase rates 
was to be placed before the commission 
by the Fairwater-Brandon Alto Tele- 
phone Co. on Nov. 22. 


Wisconsin Service 


commission 


OK Sale of Minn. Company 


The Minnesota Railroad & Ware- 
house Commission on Nov. 14 author- 
ized Carroll C. Arvig to purchase from 
John M. Paskey the Waubun Telephone 
Exchange. 


SW Bell Asks Higher Rates 
For ‘“‘Across-River” Service 


Southwestern Bell Telephone Co. on 
Nov. 16 filed a request for higher rates 
on ‘“across-the-river” business calls 
from Granite City and East St. Louis, 
Ill. 

The company filed a revised local ex- 
change tariff with the Illinois Com- 
merce Commission and asked that it be 
made effective Dec. 16. 

The increase in business rates would 
affect only calls to the St. Louis, Mo., 
side of the river and not calls from St. 
Louis to Granite City and East St. 
Louis. 

A message charge would replace the 
present flat rate charge, according to 
Southwestern Bell’s request. 

The increase would amount to about 
$140,000 a year and would affect 718 
customers. 

J. R. St. Louis, general 
manager of the company, said it suf- 
fered a_ substantial 1954 on 
across-the-river service. 


Peterson, 


loss in 


Missouri Company Granted 
Increase in Rates 

Farmers Mutual Telephone Co., re- 
portedly a South Haven company, was 
granted by the Missouri Public Service 
Commission a rate increase of $2,100 
a year, to become effective as soon as 
rate schedules are filed, it was re- 
ported on Nov. 3. The company ex- 
pects to be taken over by another in 12 
or 18 months. 

The company had asked for an in- 
crease of $2,800 a year. 


Gordon Thayer Appointed 
Chief Engineer by AT&T 

Appointment of Gordon N. Thayer 
as chief engineer of the American Tele- 
phone & Telegraph Co. was announced 
Nov. 16. 

Mr. Thayer, who has been vice presi- 
dent of Bell Telephone Laboratories in 
charge of switching and transmission 
development, will assume his new 
Dec. 1. He succeeds H. I. 
tomnes, who was elected a vice presi- 
dent of AT&T last month. 

Mr. Thayer joined the Laboratories 
in 1930 and for 10 years worked on 
development of mobile radio communi- 
cations equipment and systems. He then 
worked on development of radar sys- 
tems and, later, microwave radio relay 
systems. 


on 


duties on 


Among the systems he helped develop 
are the transcontinental radio relay, 
and the Key West-Havana submarine 
cable. 


He was appointed assistant director 
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NYLON NEOPRENE 
1) 


COTTON 


Are you familiar with the features of 
these fine cords? 


NEOPRENE covered cords are a highly serv- 
iceable cord, extensively used in a wide 
variety of services. They are moisture and 
grease proof .. . easy to keep clean. 


NYLON covered cords are a relatively new 
development in telephone cords. Their fine 
smooth texture makes them the preferred 
cords for switchboard use. They give long 
service. Preferred by operators because of 
their fast, easy handling. 

COTTON cords are in standard use every- 
where. Their fine woven wrap makes them 
very serviceable for all around purposes. 
Take your choice—Neoprene, Nylon or Cot- 
ton. They're all high quality cords made in 
accordance with Runzel high standard of 
quality..We carry a large stock of cords for 
every purpose. 


Our geographical location 
means QUICK SERVICE. 
é: 


PSS 





ptt Sash rere: 


im UA 


Cord and Wire Co. 








1723 W. MONTROSE 
CHICAGO 41, 


AVE. 
LR te 
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systems development 
in 1949 and director in 1951. 


responsible for the Laboratories’ mili- 


| tary development program. 


IN THE NATION'S CAPITAL 


Continued from page 18 


And in this respect alone, Mr. Nichols 
has done a compilation job which has 
long needed to be done. 


A mere count of the more than 200 
volumes of Public Utilities Reports 
published since 1915, shows what a for- 
midable task confronts the rate case 
specialist when he attempts trying to 


In May, 
| 1952, he was named a vice president, 


run down detailed points of case law | 
and opinion, even granting the aid of | 


excellent digests and indexes. The 
author of “Rate of Return” has gone 
through all these and separated the 
still-sound from the obsolete, and has 
restated the over-all situation as it is 
today, or as it seems to be trending. 


In other words, the reader of this 
book is neither left with an uncomfort- 
able feeling, on the one hand, that what 
he reads might simply reflect one man’s 
individual opinion or economic pre- 
dilection, nor on the other hand, that 
it might reflect a ruling decision, valid 
at one time, but 
extinguished. 


since overruled or 


Mr. Nichols does an honest, objective, 
and thorough job of not only discover- 
ing what has been said, authoritatively, 
on the rate of return, but also whether 
such statements are still valid and 
whether they need be considered in the 
light of more recent trends and develop- 
ments. | 


The rate of return, after all, is an 
economic fact rather than a definite 
point of law. It is for that reason that 
any discussion of it must include con- 
siderations of varying circumstances, 
local, regional, and industrial factors, 
as well as changing economic eras. Mr. 
Nichols resolutely avoids the pitfalls 
which are sometimes found reflected in 
other works in this field, especially that 
of yielding to the temptation to indis- 
criminately compare return percentage 
allowances in numerous cases. Indeed, 
he repeatedly warns the reader of the 
dangers of trying to average such per- 
centages for different years for differ- 
ent kinds of utilities or (most impor- 
tant) for different kinds of rate bases. 


The scope of the book may be seen 
chapter headings, which in- 
clude such factors as “confiscation” (as 
distinguished from 


“reasonable” re- 


| turn), the right to a fair return, cost 
of capital, economic risk, intercorporate 


relations, attraction of capital, and a 
very detailed analysis of capital struc- 
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DIGEST 


Insure your power supply 


Because Planté batteries practi- 
cally last forever ...providing stand- 
by power that never fails... they're 
the best operating insurance you 





A sure, dependable supply of power when 
you need it. That, briefly, is the story of this 
Gould Planté battery. 


can buy. In switchgear, signal and 
alarm systems, or emergency light 
and power applications, these lead 
batteries have rolled up amazing 
are famous 


for their ability to deliver a power 


performance records .. . 


ful surge or a steady flow of current 
the instant it’s needed. Make sure 
youre in operation 


Choose Gould Planté. 


ways. 


Distributed by 
STROMBERG-CARLSON 


A DIVISION OF GENERAL DYNAMICS CORPORATION 
Sales Offices: Atlanta 3, Chicgo © 
Kansas City 8, Rocheste 
San Francisco 3S. 
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ture components. He explains such 
terms “S pay-out ratio, price-earnings 
ratio, earnings-yield ratio, all of which 
are familiar to financial specialists, but 
which may not be so clear to others, 
such as utility management people, who 
must deal with the rate of return prob- 
lems as part of their own jobs. 

Space limitations of this review pre- 
elude any attempt to recite even the 
bare outline of the coverage. But here 
are just a few of the provocative ques- 
tims which Mr. Nichols not only deals 
with, but exhaustively annotates with 
complete citations for all case and 
statutory references. Can a public util- 
ity be required to operate at a loss? 
Can the rate base ever be dispensed 
with? Is cost of capital identifiable 
with rate of return? What effect does 
good or poor service by company man- 
agement have on the return? What are 
the effects of past earnings, high or 
low? On this last question, the follow- 
ing quotation is just a brief excerpt 
(citations omitted) offered here as a 
sample of the text: 


“On the question of the amount of 
return to be allowed it has been held 
proper to take the fiscal history of a 
company into consideration. In fixing 
the rates at any particular time, it has 
been said that former earnings and 
probable prospective earnings should 
be considered, with a view to so adjust 
the rates as to prevent extortion and 
allow a fair average return. 

“But evidence as to past rates of 
return, although admissible in a rate 
proceeding, should have no weight in 
a determination of the reasonable 
amount of increase to be granted un- 
less it fairly appears that such rates, 
patently low on their face, were reason- 
able in the sense that the company 
prospered under them, was able to pay 
reasonable dividends on its common 
stock and attract new, needed capital 
at fair cost; and, furthermore, this 
past experience would have no eviden- 
lary value unless it could properly be 
tied in with present requirements.” 


Here then is a book every regulatory 
commissioner and_ staff professional, 
every utility executive and rate case 


specialist, will want to have handy 
whenever dealing with that most im- 
portant question of the rate of return. 
It is also noteworthy that this volume 
(002 pares) is the first of a segmented 
series topical works to be published 
by Public Utilities Reports, Inc. (Mun- 
sey Bu ding, Washington 4, D. C.) 
under over-all title of “Ruling 
Princi of Utility Regulation.” 
Pres ibly subsequent works, sim- 
larly ling with other aspects of 
utility ilation, will likewise combine 
an aut tative review, analysis and 
interp) ion of all significant case 
‘aW anc -pinions on the various topics 
Patines ertainly “Rate of Return” is 
4 mod rinning. 
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Why Pay 3 MEN to Watch Your Line Crew Work? 











TEL-E-LECT uniiry ics 


If you’re using 5-man crews and old fashioned utility equipment 
(even on '55 chassis) you've got three extra men on most jobs! 


With Tel-E-Lect equipped trucks 
you'll discover the great time and 
money saving advantages of 2-man 
construction trucks. Leading pub- 
lic utility companies throughout 
the country are now using 2-man 
trucks to do a large share of the 
work once performed by 5-man 
crews—and they’re realizing in- 
creased profits in the process. 
Your 2-man crew won’t work 
any harder, but they’ll produce 
more and do it faster than many 


THE TEL-E-LECT 
COMBINATION BODY 


This complete package consists ofa rug- 
ged steel body, stowaway derrick, winch 
and drive, pole hole digger and drive and 
rapid forward-reverse transmission. 
Three simple installation steps by your 
local mechanic puts the Combination 
Body on your truck chassis regardless of 
make or model. You simply install power 
take-off . . . mount body and connect 
power drive . . . and install cab controls. 
It’s now ready to go to work! 


~ A Tel-E-Lect all steel Combination Body is completely equipped 
with Stowaway derrick, digger and power units 


5-man crews. You see, Tel-E-Lect 
builds the services of three men 
into its utility truck equipment. 
Tel-E-Lect equipment provides 
new power features that require 
only two men to perform the tasks 
once done by five! - 

The 2-man construction equip- 
ment described here lets you put 
smaller crews on everyday jobs 
while freeing big crews and big 
equipment for the really tough 
highline jobs. 





oft 





a model 2-man 


construction truck, 






% Z 


Bes ae : tg 


Hole Digger gives this utility truck 2-man versatility. 


TEL-E-LECT SELF-STORING 
DERRICK CONVERSION KITS 


An entirely new concept of derrick stor- 
age eliminates the hazards once involved 


in derrick erection and take-down. Your 


oor 


front mounted ‘‘A”’ or ‘““T”’ frame der- 
rick stores on top of the truck—doesn’t 
use valuable body space for storage. 
Your truck’s winch supplies power to 
raise or lower derrick. With a double 
drum winch you'll get “‘live-boom”’ flexi- 
bility and witha single drum winch you’ll 
get easily adjustable derrick elevation! 
This low cost unit fits any truck with or 
without body and is quickly installed. 


Tel-E-Lect provides other kits for indi- 
vidual requirements. Write us about 
any of your utility truck problems. 


WINCH, DIGGER AND DRIVE KITS 
FOR ALL POPULAR-MAKE TRUCKS 


A series of easily installed Tel-EK-Lect 
kits make it possible to install derricks, 
diggers and power drives at the front of 
your present utility truck. The flexibility 
and economy of 2-man operation can be 
extended to any size or model of Inter- 
national 4x4, Ford, Chevrolet, GMC, 
Dodge or other truck. 

“These Tel-E-Lect kits are designed 
specifically for the particular truck on 
which they will be installed. Each kit 
contains every part needed for easy in- 
stallation by your local mechanic. 


This 2-man construction truck 
features a front mounted Tel- 
E-Lect T-45 derrick and Tel- 
E-Lect Self Storing Derrick 
Conversion. The derrick is 
shown in its stored position in 






TEL-E-LECT propucts, Inc. 


10007 Minnetonka 


Bivd., Minneapolis 16, Minnesota 
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CUT COSTS 


WITH TIMESAVING 


.-. push pipe sidhuenend with a 
GREENLEE PIPE PUSHER 


Here’s the quick, simple way to install 
underground pipe. With the GREENLEE 
Pusher one man pushes pipe wnder streets, 
walks, railways, lawns, flooring. No tear- 
ing up of pavement...eliminates extensive 
ditching, back-filling, tamping, tunneling, 
repaving. Cuts job time to a fraction. 
Two models to fit your jobs exactly—hand 
or power-pump operated. 






Other GREENLEE tools for Pg 
telephone work... A 

Do the job faster, better with ff 

high quality GREENLEE Ae 
Electricians’ Auger Bits of 

special design for electrical 

installation work .. . Bell 

Hangers’ Drills of the ‘‘Feeler pf gy 
for boring 4%” to 4” holes... 

and GREENLEB Angle- 
Screw Drivers which elim- 
inate pre-boring for angle- ai 


Car Bits for pote work... 
Bit’ type. . . Expansive Bits 3B 
screw installations. 


= 
GREENLEE 


Get facts on timesaving Greenlee tools. Write Greenlee 
Tool Company, 207! Columbia Ave., Rockford, Illinois. 
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STEP BY 


STEP 


SELLING 


Concluded from page 20 


ate an enthusiastic attitude among your 
employes, and they will produce sales. 
You will find that most of them really 
want to sell, and your customers will 
welcome your interest in their problems. 


I am sure that if I went through 


| the group here today and asked each 


one of you the question, “Why should 
we sell?”, I would get a variety of 
answers. If I haven’t already, at least, 
partially answered that question to 
your satisfaction, we might consider 
it from the angle of our obligations to 


| the industry of which we are a part. 


First, I believe we should sell because 
it is our business obligation to do so. 
This is true because selling provides 
additional revenue as discussed pre- 
viously and every business is searching 
for means to obtain additional revenue 
industry is no exception. It 
is only good business to sell and since 
our need for additional revenue is 
continuing, I believe we have a business 
obligation to get out and do something 
about it., 


Secondly, I feel a strong moral ob- 
ligation to sell. As a public utility, 
we are a regulated business. The rates 
we can services are 
regulated because it is not in the public 
interest for 


charge for our 


businesses enjoying some 
exclusive privileges to operate without 
regulatory Even so, the 
principle of regulation is to 
the same financial 
industry 
it were 


supervision. 
establish 
atmosphere in a 
that 
not regulated and 


regulated would be 


achieved if 


were competitive in nature. 


The unregulated industry must sell 


in order to stay in business, so why 


don’t we in the 
industry 


regulated telephone 
have a moral obligation also 
to get out and sell. 
additional 
thought is to go to the regulatory 
bodies for higher This is neces- 
sary and unavoidable, particularly dur- 
ing periods of continuing rising prices, 
but I believe we have a moral obliga- 
tion to the public to use every available 
means at our disposal to improve our 


When we are in 


need of revenue our first 


rates. 


situation before appealing to the rate 
making body. 

If we are sold on these obligations 
to sell, then we are in a 
people on their ob- 
ligation to support the sale of our 
product—the services should then sell 
themselves. 


Bells Effort Helps 


In closing I wish to state that we in 
the Independent industry are fortunate 
in that 


position to 
begin selling our 


we are able to reap so many 


benefits from our Bell friends ag g 
result of their intensive sales snd re. 
search programs. The Bell system 
advertisements which appear in major 


national magazines have been piugging 


increased toll usage, extensions and 
special services and equipment. These 
ads are read by our customers too, and 


it’s up to us to take advantage of 
this sales advertising on the part of the 
Bell System to turn it into sales 
our company areas. 

I hope you can all become good 
salesmen even if not quite up to the 
standards of the I am reminded 
of when I see the Great Salt Flats of 
Utah. It seems that one of these com- 
bined gas stations and country stores 
which are quite prevalent in rural 
Texas, visited by a tourist wh 
stopped for gas and noticed that there 
were great piles of salt 
store and his curiousity 


one 


was 


around the 
was aroused. 

When he stepped into the store, h 
found boxes and bags and barrels of 
salt all over the place. The tourist 
commented to the proprietor, “Yo 
must sell a lot of salt here.” “No, not 


much,” he said, “But you should hav 
seen the guy who came in here last 
week. Now he could really sell salt.” 

This story has a moral for us als 
Allow me to add a word of caution, let 
us not oversell a customer. Unless th 
equipment we sell is kept in servic 


we may find our costs of installatio 


and 
the result 


removal are recovered, wit! 
that our 


increased revenue 


never 
main objective oi 


has not been realized 


Confidence Men Rob Ill. Man 
During “‘Repair”’ Job 

Two men who posed as _telephon 
inspectors robbed Fred Meirose of th 
Plum Hill, [ll., area of $650 on Oct 
19. Plum Hill is near Okawville a! 
is served by the Okaw Commercia 


Telephone Co Morris A 
Kugler. 


The episode 


.. Managed by 
began two days befor 
when two men arrived at the Meiros 
home and agreed to repair his stov 
They stated they had parts that wel 
almost impossible to get anywhere els 
keshit! 
y ma 


The stove was repaired in a m: 
manner and $17.50 charged 
terial and labor. 


In order to pay the men, Mr. M 
had to go upstairs where } 


money was kept. This afforde: 


rose 


pairmen a general idea of where 
could find it. 
Two nights later two more men 4 
peared and stated they wer “te 
y 
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Fred Meirose of Plum Hill, examines 
expensive ground cable and holds box 
that had contained over $650. Con- 
fidence men posing as telephone in- 
spectors, left him $1.00 and an old 
watch after stealing the rest. 


hone inspectors” from St. Louis and 
he was in need of telephone repairs. 
They told him his telephone was caus- 
ng interference in the neighborhood 
and they had to remove the “mag- 
nesium balls.” 


When Mr. Meirose informed the men 

never used the telephone, they 
stated they would have to remove it 
that case and ground the wire. The 
nen set about grounding the wire 
lefinitely putting it out of service) 
nd then removed the telephone and 
tored it in a machine shed. 

In the process of removing the tele- 
phone and attaching the ground wire 
ne man went upstairs while the other 
ept Mr. Meirose occupied. While up- 


talrs th 


crook made a search for the 


elderly man’s money, prying open a 
trunk and leaving a victrola open. 


Following the salestalk, usual with 


fidence men, the victim was told he 
wed them $10 for 10 feet of cable 
ised in grounding the telephone wire 


cost $1.00 per foot. The ground 
Wire had been cut from a large roll 
carried in their car ap- 
parently for use in a “lightning rod” 
Scheme ten used by “con” men. 


lo pay the men, Mr. Meirose again 


= ‘ ; 
Went yu iirs to his cigar box con- 
laining money and got out $10, but 
failed ¢ turn the box to the hiding 


Place, |¢ ng it on his bed. 
Wher t. Meirose returned down- 
cte : 
Stairs, ; man said he should accom- 
pany hi ) the machine shed where it 
ud b ‘cessary to secure the serial 
humber's the telephone they had re- 
Move . 
— Ss gave the accomplice a 
Chance : 
ance x0 back upstairs and, find- 
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Here's what it’s designed to carry: 


Gas cylinders - climbing equip- 
ment + ropes - solder pot and 
stand - Wheatstone bridge - am- 
plifier +» pressure test set « test 
light - manhole light « axe « hand 
saws « flash lamp « cotton sleev- 
ing « tape insulation «+ cable 
splicer’s platform « test set - 
soap solution « kerosene + “men 
working” signs « ladders « tent -« 
sleeves + tree trimming tools + 
drinking water + pipe + wire reels 
¢ and all tools, parts, and supplies 
needed for any job. 


MCCABE - 




















Here’s a cable splicers’ body that’s 
always ready for work—routine 
or emergency. It’s the compact 
Series 44-CS-90 Body . . . designed 
for action...equipped to carry 
everything needed on any job. 
Here’s a 90” workshop that’s a 
cable splicer’s dream come true. 
Why not put it to work in your 
operation? 
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AUTO BODY COMPANY 


5900 NORTH BROADWAY + ST. LOUIS 15, MO. 


625 CEDAR ST. + BERKELEY 10, CALIF, 
4\ 





ing the box on the bed, take $650 in 
cash, leaving only a keepsake watch 
and $1.00. 


This story is published for the bene- 
fit of telephone companies which might 
want to warn their subscribers of con- 
fidence men posing as telephone com- 
pany employes. 


Transfers to Traffic Staff 
Of General of SW 


Herbert F. Emery, former general 
traffic manager with the General Tele- 
phone Co. of Michigan, Muskegon, has 
transferred to the General Telephone 
Co. of the Southwest, San Angelo, Tex. 


Mr. Emery was with the Michigan 
company from 1939 to 1955. In his 
new location Mr. Emery will be a mem- 
ber of the operational staff of the traf- 
fic department. 


A View on Free Enterprise 


“Free enterprise means freedom to 
make our own mistakes, freedom to 
fail as well as to succeed. Competition 
is a way of weeding out the inefficient 
producer, improving the product, and 
advancing our standard of living.”— 
CLEMENT D. JOHNSTON, former presi- 
dent, Chamber of Commerce of the 
United States. 


HANDLING CUSTOMER COMPLAINTS 


Continued from page 22 


line and a follow-up by a company 
representative to personally call at the 
home of everyone on the line in an 
effort to get them to cooperate with 
one another. 


We tell the complainant that we 
cannot control this party line abuse, 
but we will certainly give them our 
full cooperation in an effort to give 
good telephone service. Other com- 
plaints that are received are taken by 
the representative and then referred 
to the proper department. 

When the company receives an order 
for a telephone and it turns out that 
the telephone cannot be installed (even 
though the line runs past the house) 
because the present line is filled to 
capacity, the applicant should be im- 
mediately written and informed that 
there will be a delay on the installation 
until additional line is built to create 
the vacancy. The customer should be 
given a periodic report as to when 
he can expect the service to be installed. 

If he understands what the company 
is doing to give him service, he should 
be willing to wait a reasonable time, 
depending on the amount of work that 


TAKE A BIG step TowARD SAFETY 


WITH DUO-SAFETY LADDERS 









growth hickory, 


Safety’s famous Safety Shoes. 


sizes. 
ladders. 


upon receipt of order! 


delay the Duo-Safety way! 





--- CUSTOM DESIGNED FOR TELEPHONE 
MAINTENANCE WORK! 


Here's one fine example of the many Duo-Safety lad- 
ders ideal for telephone maintenance work. 


Type D — a truly great extension ladder built in strict 
accordance with safety regulations. 
reinforced with 
equipped with special automatic .locks and Duo- 
Made with either 
straight or parallel side rails, Type D is available in 
one, two or three sections — in a large variety of 
Write for free catalog on all Duo-Safety 


IMMEDIATE DELIVERIES! 


Duo-Safety ladders will be shipped immediately 
A planned stock-piling 
program assures really fast action — there's no 


For Information, Contact Your Supply House, or 


DUO-SAFETY LADDER CORP. 
809 Ninth Street « Oshkosh, Wisconsin 


Rungs are second 
steel rods and 
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D2 
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has to be done and the schedule of 
work that the line crew or const: uction 
crew is presently working, notwith- 
standing storms and other interf«rences 
that are not foreseen. 

Delayed installation is still a 
in many 


oblem 
exchanges because of the 


rapid growth, people moving and out 
orders. When the customer makes 
application he should be told pYoxi- 
mately when the telephone can } 
installed. 


Foreign Exchange Service 

Foreign exchange service is another 
type of complaint that must be recog- 
nized. The case where the custome 
lives beyond the boundaries of th 
exchange from which he wishes service 
He lives in exchange “A” and he 
wants direct service from exchang 
“B” because he does substantial busi 
ness in exchange “B.’’ Boundary lines 
must be respected. So both companies 
should be 


to the problem worked out. 


agreeable, and a _ solutio 


It should be worked out on a mileag 


basis. The subscriber should have t 
pay mileage to exchange “A” plus 
the mileage between the two centra 
offices plus the tariff for Independent 
service at exchange “B”. Exchang: 
“A” then remits to exchange “B” f 


the proper proportion of the inte 


exchange circuit plus the rental chargé 
of exchange “B.” 

The problems generally occur becaust 
the subscriber desires to receive an 
place to and from calls from the con- 
necting company without the necessit} 
of the calling party making a long 
distance call and absorbing the tol 
charge so he requests foreign service. 

If there is a community of interest 
between the two exchanges, some con 
panies use the following formula 
by that I mean that there are mot 
than four calls per telephone maé 
by 40 per cent of the subscribers 4! 
not only from one or two or just é 
few people, then extended area servic 
should be considered. If these problems 


cannot be worked out between con 
panies, it is suggested that an arbitrat 
ing committee be appointed. This cou 
be handled through the association a! 
problems of this kind could givel 


to that committee for the best solutio! 
Two telephone companies shou not | 
fighting each other before th: pub! 
utilities commission. 

The handling of complaints 1s !! 
portant and more consideratio: shou 
be given to the proper met ods 
handling these problems. Pe: ile 4" 
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interested in the quality of service. I | d * J 
em that, today, the public is willing Yo U a n r e U ¢ a U n f ft @) 5g “7 


to pay more for telephone service . 
and they expect to pay the rate neces- and use of repeaters WI th 
f |sary to provide a good quality of serv- 

n Fice. 

- | The better the quality of service 
Sfyour company gives the fewer com- 
plaints you will have. If any of our 


. 
nfcustomers had his choice of a poor A 
ePorade of service at a cheap rate or ty 
ita good quality and a good tone of bj 

3 fservice at a higher rate, it is my 4 


i. Fopinion that he would in all probability 


‘ fA 
i . jf 
take the higher-rate service—but he Fd 


vould also expect good service. f 
There are a number of other types 4 
f complaints that could be discussed 
4 fF but time or space does not permit. I 
yf hope, however, I have covered enough 
oy J so you will have a general understand- 
he f ing of the handling of complaints and 
e, | its importance to your company. 


| TOLL STUDY FIGURES i 


Concluded from page 29 


ES ~ 





on f ings with those concerned, explaining 
the objectives and making arrange- 
7. ments for the work, not only praised 
the cooperation of all concerned, par- 
us | ticularly Independent and Bell compa- 
-a| | nies and the USITA headquarters, but 
nt § also pointed out that some Independ- 
oe | ents, not fully in accord with the proj- 
ect when it started, wound up as enthu- 
oy. § Slastic supporters — not only for toll 
ve f COMpensation purposes, but also for the 





From an economic and service stand- 
point, the use of telephone cables in place of open 


detailed information it gave them about 
their own companies’ operations. 


regional cost areas of handling long 


In the review of the study material, | 


distance business will be kept in mind. | 





wire circuits are generally preferred. However, attenu- 
ation resulting from the higher series resistance of the 
cable circuits, and their higher capacitance and re- 
duced inductance poses a problem. This is where load- 
ing coils such as manufactured by CEECO are used. By 








ng | [t is planned to adjust the final sum- applying coils on telephone circuits, the unit loss can 
—~ * the costs to reflect increased usually be reduced to one-third or one-fourth the non- 
ee. So receives ele — by loaded value. For example, by using the proper load- 
uct | 2PPlying the wage raises to the 1954 
“" | study material. ing, a 24 gauge cable pair can be made as satisfactory 
2 as a non-loaded 19 gauge cable pair having three 
a Major C 8 i times as much copper. Other advantages are that it is 
adi J veneral Matejka Namec possible to avoid the use of repeaters in many cases 
an ODM ¢ Oommunications Aide by extending the transmission range or to employ fewer 
t Appointment of Maj. Gen. Jerry V. repeaters. The voice frequency loading coils are pri- 
wet Matejk USA (Ret.), as assistant to marily designed for use on two-wire telephone circuits 
a ws Director for Telecommunications in non-quadded paper insulated or plastic cables. 
ia en oy ty Ace S Coil be furnished £ dded inter-office trunks 
rat-f Flemn , Director of Defense Mobili- eS 9 
uld F Zation. neral Matejka succeeds Har- and toll entrance cables. 
anf ld M. “otkin, who, after a year of 
ivel F Service th ODM, has returned to the 
ion. F Ameri Telephone & Telegraph Co. FOR CIRCULAR 6 54-A 
tt In } new post, General Matejka 
ib wil b sponsible for advising Mr. 
Flemm on the development of tele- [Sea Ga Aan @ 20420 0e) | met) oe anonoe 

mF comm tions policies, plans, and 
ould & Progra for operation in both peace- | | f ons ae 
off time a time of national emergency, 1250 KINNEAR RD. —— COLUMBUS 21, OHIC 
are and in assignment of radio fre- | | | : © 0) ie : 
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IMMEDIATE 
DELIVERY 


R. G. HALEY 


and Company, inc. 
SPITZER BLDG., TOLEDO 4, OHIO 


quencies to government agencies. Gen- He saw Elyria get automatic s vitch. ditions 
eral Matejka has had a long and dis- ing equipment in 1919, one of the first iana : 
tinguished career both with the Army cities in the United States to go ‘5 that § North 


Signal Corps and in logistics. He re- form of operation. Elyria was tivo first Jihose 
cently returned from France where he _ city in the country to get an automatic J fyan. 

was on duty with Marshal Juin’s head- toll board in 1931. He : 
quarters in Fontainebleau. Elyria also has the distinction of be- Jand C: 


He was born in Texas on Aug. 18, ing the first city in Ohio to have an all J jniscen 
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CLAY CONDUIT 


Costs less in 
the long tun 


NATCO) } 


Qua 
CLAY PRODUCTS 
SINCE 1889 


The proved and 
SS elatetolae Ml -laeli-tailola| 
for Underground Telephone Cables. 


Highest quality and full line of shapes. 


NATCO CORPORATION 


formerly National Fireproofing Corp 


327 Fifth Avenue, Pittsburgh 22, Pa. 





| 1894, graduated from the University cable system and was one of the first I the n 


| of Texas in 1916 (B.S.), and was com-_ in the United States where most of the § where 
| missioned a second lieutenant in the cable was placed under ground s col 
Engineer Reserve in 1917. After suc- The new Elyria dial system will be § Mr. 
| cessive promotions to the rank of gen- placed in service in the fall of 1956, it J in the 


| eral officer, he served as Chief Signal being part of the company’s 5-million- § ing m 
Officer with the Armed Forces in the dollar expansion and improvement pro- § rest ¥ 
British Isles during World War II, gram which has been under way for § exchar 





| and participated in the North African five years. hone 
| campaign, with subsequent decorations. Idaho 
| Iranian Official to Study The 
| Start Elyria (O.) Company’s Operations in Northwest set 
l¢ aes ay: “14° A top Iranian government official § © pr 
| Operating, Office Building arrived in Spokane, Wash., the week of rn 
When ground was broken for the (ct. 31 on the main part of a manage eived 
| Elyria (O.) Telephone Co.’s operating ment appraisal tour of the United where 
| and office building, the first shovel of States telephone industry. sity 0 
| earth was turned by Arthur Smith, He is Parvis Yekta of Tehran, on Ro 
| building superintendent, a company of three directors of the government- Pacifi 
| veteran of 39 years service and the owned Iranian Telephone Co., who is apt 
| company’s oldest employe. on a six-week visit to study the opera- thi 
| When Mr. Smith was a boy on a_ tions of General Telephone Co. of th nas 
| farm near Elyria he watched telephone Northwest. Arrangements for the trij ee 
linemen at work near his home and were made by his government and thé ys : 
resolved to be a telephone man. He got State Department of the United States. ae 
a job with the Elyria company in 1916, Explaining why he traveled more§> = 
| and with the exception of World War than half way around the world to], as 
I service in the Signal Corps, has never observe a section of American tele a 
| had any other connection. He has filled phone operations, Yekta declared that J” ‘oa 
all the positions in the plant depart- the terrain, climate and operating con- § )'® 
| ment except that of cable splicer. M8 
| Was ¢ 
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Roy W. Ammel, president of The Elyria (O.) Telephone Co., looks on a> Arthur Co. 
Smith, veteran of 39 years with the company, turns the first shovel of « arth forf Might 
the company’s new operating and office building. Whol 
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jitions in the Washington-Idaho-Mon- 
tana area served by General of the 
Northwest most closely approximate 
those of a large section of his native 
Jran. 

He said that the Cascade, Bitterroot 
and Cabinet ranges are especially rem- 
iniscent of the Elbourz Mountains of 
the northwest section of his country 
where a large portion of the population 
is concentrated. 

Mr. Yekta will spend part of his time 
in the company’s Spokane office observ- 
ing management functions while the 
rest will be spent on tours of various 
exchanges operated by General Tele- 
phone in central Washington, northern 
Idaho and northwestern Montana. 

The of a former Iranian min- 
ster to India and Indonesia, who is at 
present an adviser to the Ministry of 
Foreign Affairs at Tehran, Yekta re- 
ceived much of his education in France, 
graduated from the Univer- 
sity of Paris. 


son 










vhere he 


Although this is his first visit to the 
Pacific Northwest, he 
the United States. His previous visit 
to this country was during World War 
II when he took post graduate work at 


is no stranger in 






Massachusetts Institute of Technology 
and received a master’s degree in me- 
chanical] 

from that 


and electrical engineering 
institution in 1944. 


served 





for a 
advisory the 
Plan, the 
present King Mohammed Reza Shah to 
the 
development of Iran. 
was elected a 


Returning to Iran, he 
time on the 
Seven-Year 


board for 


instituted by 


speed economic and educational 
Following this he 
director of the Iranian 
Telephone Co. which at present oper- 
ates the country’s 50,000 telephones. 
Yekta said his government is 
preparing to increase this 
the immediate future to 220,000, of 
Which 80,000 telephones will in- 
stalled in the capital city of Tehran 
alone. He added that 
and data gathered during his stay in 
the Northwest are expected to be of 
immeasureable use in carrying out his 
country’s telephone expansion and im- 
provement program. 


Following his stay in the Northwest, 







now 
number in 
be 


his observations 







he will visit numerous companies in 
other parts of the country connected 
With the manufacturing end of the 
telephoie industry. 


Chane Co. Names F. B. Woods 





To Saies Post in Southeast 

Fre B. Woods has been appointed 
assista'+ to the regional sales manager 
and re ional specialist for the south- 
j caster states for the A. B. Chance 
Co, it \as announced by Jack Curt- 
night, les manager of electrical 
i Wholes. ay products for that company. 
’ NOV: BER 26, 1955 








F. B. WOODS 


tegional Man- 
with administrative 


Mr. Woods will assist 
ager W. A. Moss 
duties and supervise all regional rep- 
resentatives in product presentations. 

He has been in the sales department 
of the A. B. Chance Co. for the past 
seven recently as district 
Richmond, Va. He 
the A. B. 
Chance Co. southeastern regional office 
in Atlanta. 


year's, most 
manager in 


headquarter in 


sales 


will now 


Exide Names Sales Managers 
Engineering, Boston Branch 

Evans Taylor, former Philadelphia 
branch sales engineer, has been named 
engineering of Exide 
industrial division of The Electric Stor- 


manager-sales 
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HERE’S SAFETY—SERVICE 


you can always depend on. 
For Klein tools and equipment 
are designed better for your 
jobs—made of the finest ma- 
terials—individually tested 
and inspected. Look for the 
familiar Klein trade-mark— 
serving the electrical industry 
“‘since 1857.” 













EVANS TAYLOR 


age Battery Co., it is announced by 
C. J. Moore, sales manager. He suc- 
ceeds E. J. Fitzmaurice Jr., who has 
been appointed Boston branch sales 
manager. 

First employed by the company in 









ASK YOUR SUPPLIER 
Foreign Distributor: 


International Standard Electric Corp., New York 













Write for your 
free copy of the 
Klein Pocket 
Tool Guide 
Today! 
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American Appraisals of 
reproduction cost 
may affect rates 


An American Appraisal report of the 
cost of reproduction provides con- 
vincing evidence in the preparation 
of an appeal for adjusting rates to 
provide a more equitable return. 


The 
AMERICAN 


APPRAISAL 


Company 


leader in property voluation 
HOME OFFICE: MILWAUKEE 1, WIS. 














EARLY BIRD BARGAINS 


PRICES CUT UP TO 60% 


PRE-INVENTORY SALE 
OF HARDWARE 


NUMBERS FROM HUBBARD CATALOG 
PRICE PER C. 

Strain Plates, #7575, 4x8x14 Ga.....$13.95 
POLE STEPS, +7125, Reg. Hook, 

5x10 
Oval Eye Bolts #39941, '/2x10 
Curved Washers, #781012, 

2V2x2V2x11/16 
Guy Hooks, #7584, %x4"', 1 Hole... 
GUY CLAMPS, +7448, 2 Bolt, 3%" 

Long, For 3/16 to 7/16 Strand 


THIMBLEYE BOLTS 
Angle, #9162, %x12 
Straight, #9082, %%x12 
Angle, #9164, 
Straight, #9086, %x16 


ALL OF THE ABOVE SUBJECT TO PRIOR SALE. 
F. 0. B. CHICAGO, ILL. 


LINE EQUIPMENT SALES 


529 S. DEARBORN ST. CHICAGO, ILLINOIS 





| delphia and 


| salesman 


| as a_ technical 
wire and cable materials division in | 








46 


E. J. FITZMAURICE JR. 


| 1986 as a laboratory assistant, Mr. 
| Taylor later spent five years as a sub- | 
| marine battery division field represent- | 
During 1942 and 1943 he was | 
| on loan for a U. S. Army Air Force 
| overseas project involving maintenance, | 
| repair and overhaul facilities for air- 
| craft batteries. He specialized in rail- 
| way and motive power battery sales 
| from 1946 through 1951. 


ative. 


Mr. Fitzmaurice, who replaces John 


| W. Kelly, in Boston, leaves the general 
| offices to supervise sales and service | 
of Exide batteries in Massachusetts, | 
Maine, Vermont, New Hampshire and | 
| eastern Connecticut. 
| in 1941 as a sales engineer in Phila- 
thereafter was | 
granted a leave of absence to serve | 
| with the U. S. Navy as a civilian con- | 
| sultant on submarine batteries. He re- | 
| turned to the company in 1945 as a | 
Washington, D. C. | 
| branch. In 1950 he was transferred to | 
| the general offices in Philadelphia to | 
| become sales supervisor of the railway 
| and motive power department. He was 

| promoted to sales engineering and ad- | 


shortly 


in the 


vertising manager in 1954. 


| Name Assistant Manager 
| Of Bakelite Extrusion 


William J. Canavan has been ap- | 
pointed assistant manager of the ex- | 
trusion materials division, Bakelite Co., | 

a division of Union Carbide & Carbon 
| Corp. 


Mr. Canavan joined the Bakelite Co. 
representative in the 


1944. In 1951 he was transferred to 
the new product engineering depart- 
ment as a development engineer on ex- 
trusion materials. Early in 1955 he was 
appointed assistant to the works man- 


| ager in the manufacturing department. 





INSPECTION SERVICE 
Of poles, crossarms, and preservative { 
ments. Analyses of wood preservati»ss, 
Consulting and specification writing. |<.» 
tors stationed throughout U.S.A. 


A. W. WILLIAMS INSPECTION 
MOBILE, ALABAMA 
ESTABLISHED 1921—MEMBER A.C.}.’ 











ROBERT E. FOLEY 
CONSTRUCTION CORP. 
DESIGN—SURVEY S—APPRAISALS—Construe- 
tion and Maintenance of Overhead and Under- 
ground Telephone Plant. Complete supply of 
poles available for emergency requirements, 
48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 














CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 











CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Telephone CEDAR 3-4210 











He joined Exide | 


CYRUS G. HILL 
ENGINEERS 


PLANT — TRAFFIC — COMMERCIAL 
VALUATIONS AND ORIGINAL COST 
134 S. LA SALLE STREET, CHICAGO 3 














SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 


Engineering 
120 S. La Salle St. 


Chicago 3, Ill. Tel.: FRanklin 2-5924 














Installation Specialists 
CENTRAL OFFICES 
INSTALLED—MODIFIED—ENLARGED 


COMMUNI-CATERING 


P.O. BOX 6712 CHICAGO 7, ILL 











CONSTRUCTION Ob. 


FRCIMEERING © CO ws ute Neel 


TOPEKA. KANSAS PHONE 4-72) 








